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I arold Wayne Holds 
Marine Definition 
Is Essential Today 


and Marine Bureau Manager 
Says It Guarantees Free Enter- 
prise ; Replies to Criticisms 


WS ON MULTIPLE LINES 


Definition, Wayne Says, Does Not 
| Preclude Package Policies; Aims 
at Orderly Progress 


Harold L. Wayne, general manager 
the Inland Marine Insurance Bureau, 
Id the Mariners’ Club in Boston on 
onday that the new nationwide defini- 
ion of inland marine underwriting 
owers is “absolutely essential” and “in 
ite of all of the differences of opinion 
other aspects, well over 95% of the 
Mmsurance industry dealing with or af- 
cted by marine insurance, agreed on 
at score.”” Mr. Wayne spoke indirect- 
in reply to recent statements that 
e definition might be so interpreted 
to block orderly progress of multiple 
e coverage. 
“The marine definition never has been 
d never could be used as a weapon 
stifle legitimate competition of any 
nd,” Mr. Wayne holds, “since its only 
purpose is to determine, or permit de- 
rmination in an orderly fashion, 
hether a particular policy or form of 
Peoverage is or is not marine or inland 
arine insurance within the meaning 
applicable laws.” 
Restricted to Marine Lines 


Stating why he believes that a marine 
finition is essential, Mr. Wayne said 


definition pertains solely and 
clusively to marine and inland marine 
surance. It neither purports to nor 
oes it in any manner whatsoever deal 
ith what may or may not be done 
der a life, fire or casualty policy or 
der multiple line laws—nor could it 
used for any such purpose. 
“The definition preserves and guar- 
antees free enterprise of a very definite, 
al and important kind in a field w here 
at is essential to the welfare of the 
Msuring public. State rating laws gener- 
ally exempt from filing requirements 
ertain kinds or classes of inland ma- 
ine insurance and all of ocean, or W hat 
sometimes called ‘wet’ marine. The 
exemptions are essential. 
“Within them there is complete free 


(Continued on Page 26) 
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the sad story of the 
CAREFUL family 


abe 


Simple isn’t it. Even the most careful 
families can be the victims. That’s why 
an L & L Residence & Outside Theft 
policy is so necessary. 





tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Deportment) e LONDON & LANCASHIRE-INDEMNITY COMPANY OF AMERICA 
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. .. whose financial position is strong 

... Whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

... whose policy contracts include all funda- 
mental coverages . . 


a company 

... whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 

... Whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 

never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





Big Lapse Rate of 
Veterans Insurance 


Shown in Report 


Of 22 Million NSLI Policies for 
$174 Billion About $43 
Billion Now In Force 


$9.97 MILLION CONVERTED 


As of September 30, $38.6 Million 
Was in Term Policies; Death 
Claims Totaled $4.5 Million 


Washington—Veterans with service 
since the start of the Korean War have 
taken out 1,630 service-disabled veterans’ 
insurance policies as of the end of Sep- 
tember, a considerable rise from the 
1,384 in force at the end of August. 

Face value of these policies at the end 
of August was $11,384,000, and this value 
rose to $13,370,000 by the end of Sep- 
tember. 

The same group of veterans by the 
end of August had 31,381 veterans’ spe- 
cial Term insurance policies in force 
with face values totaling $263,634,000. 
By the end of September, there were 
37,669 such policies with face values 
amounting to $318,656,000. 

World War II NSLI policies approved 
through the end of September had 
reached a total of 22,183,137 with a face 
value of $173,820,913,000. This was a 
slight rise from the $173,813,934,000 value 
of 22,182,207 policies approved by the 
end of August, and was also little 
changed from the end of September, 
1952, when 22,167,933 policies had been 
approved with a total face value of 
$173,703,054,000. 


Shows Extent of Lapse 


These would be tremendous figures, al 
most $174 billion of insurance in force, 
except for the fact that it is not all in 
force. 

Of all of these approved policies, grad- 
ually rising in number through the past 
year, actual policies in force amounted 
to little more than one-fourth, and these 
were declining steadily. 

3y the end of September, only 6,322, 
782 of all the approved policies were still 
in force, down from 6,419,813 a month 
earlier and 7,036,468 a year earlier. 

Term policies did the declining, as 
some converted and others dropped the 
insurance. There were 4,934,808 Term 
policies in force at the end of Septem- 
ber, 1952, 4,301,710 at the end of August, 
1953, and 4,202, 799 at the end of Sep- 
tember. 

At the end of September there were 
2,119,983 converted policies in force, up 
from 2,118,103 the month before and 
2,101,660 the year before. 

Actual face value of policies in force 


(Continued on Page 4) 
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He guards our earth 


He’s a man of the woods at heart, or he wouldn't have picked 
such a lonely job. You can’t expect to see many people 

or movies or ball games when you choose the life of a 

Forest Ranger. You have your radio, your books, and in the 
summer there'll be a few vacationers to say hello to. 

But mostly you go it alone — just you and your family 

in a small house in the middle of a great tract of land which the 
American people have placed in your care. 

They hand you a piece of their national wealth — so many 
million trees, so many thousand square miles of soil and grass, 
so many rivers and lakes and mountains. And they tell you: 
“Look after it. Don’t let it die or burn or wear out. Be 

the doctor and lawyer and nursemaid and fireman and 
engineer and business manager for this piece 

of the living American earth.” 

And then you’re on your own. 


You get up early in the morning and go out on your rounds. 
Some days you look for tree diseases; some days you count 
animals. Often you go to the little streams that are 

the birthplace of America’s rivers, and you take 

samples of their water to be tested for purity. 

You look for places where the soil may be 

wearing thin. You study the roads, 


the trails, the power lines. And always you keep a sharp 
eye for those rising wisps of smoke that can turn 
the woods into a terrible red torch of destruction. 


The lumbermen come here on business, and it’s your job 
to mark the trees that are ready for cutting — not too 
many, not too few. The ranchmen graze their herds here, 
and it’s up to you to decide how many cattle the land 
will support. For this land belongs to all your countrymen, 
not only the living ones but those still to be born, 

and it must be used but not used up, enjoyed but not 
destroyed. It’s your job to protect it from disease, from 
fire, from weather — and from ourselves. 

We in America like our men of progress and our 

men of change. But we also honor the conservers — those 
men who preserve without change the things that are 
worth saving. Some are men of law, and some are men of 
faith, and a few are men of the woods at heart, living 

in lonely cabins, guarding our irreplaceable earth. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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It Is Genuine, Personal Interest in Each Field Man and 


What Makes General Agency Leadership 


Courageous Correction of His Weakness, Says D. Bobb 


Slattery; Must Understand Human Relationships 


Qualities 


of leadership essential in running a life insurance agency were 


discussed by D. Bobb Slattery, vice president and superintendent of agencies, 
Penn Mutual Life, in an address delivered before the Mid-Town Managers 
of New York, president of which is John E. Spence. Most of Mr. Slattery’s 


comments were based. on the human relationships of a general agency opera- 


tion. Herewith is published some 


In my 34 years of life insurance ex- 
perience I have been consciously or sub- 
consciously endeavoring to analyze what 
makes the difference between the suc- 
cessful and unsuccessful agency leader. 
It has been my privilege to know inti- 
mately in my travels throughout the 
country men of both types. Further- 
more, | have discussed the subject with 
numerous field men. 

The management of an agency or a 
branch office falls into an entirely dif- 
ferent category than managers in any 
other business. Life insurance general 
agents and managers are dealing with 
the lives of men who as salesmen are 
emotional, some of whom have prima 
donna characteristics. If these men were 
not different from other types of sales- 
men they would not be so successful in 
their insurance production. They are 
something more than just salesmen. 
Probably they have been brought into 
life insurance through the idea that they 
are really creating a business of their 
own and are, therefore, in business for 
themselves. Furthermore, the life in- 
surance agency manager is in a different 
position than those sales managers in 
other fields who have a group of sales- 


men in territories where they call on 
the trade under a salary and expense 
account. Then, too, the concept of pro- 


fessionalism has grown greatly in our 
business. General agents and managers 
are dealing with professional men, some 
with CLU designation—men who must 
be skillful in a sales area which is often 
surcharged with complexity. 


The Close Human Relations Tie-up 


In no business activity in this country 
is there a closer tie-up with human rela- 
tionships. In the days of the old Life 
Insurance Sales Research Bureau, which 
was merged with life agency officers and 
became Life Insurance Agency Manage- 
ment Association. The manager of the 
Bureau, the late and great John Marshi ill 
Holcombe, Jr., brought out a series of 
five large books on the subject of agency 
morale. It was a subject close to his 
heart. Just two years before his death 
Marshall Holcombe appointed a group 
known as the human relations committee 
and I have fortunately been a member 
of that committee since its founding 
and, therefore, have watched closely its 
operation. 

This committee has been constantly 
trying to find the answers to this human 
relations aspect in life insurance. Also, 
Iam a member of the Atlantic Alumni 
Association for Graduates of the LIAMA 
Agency Management Schools. The 
theme of its annual meeting at West- 
chester Country Club in Rye, N. Y., is 
the philosophy of human engineering. As 
that means, the handling of people, it is 
a decidedly interesting and significant 
forum indeed. 


What Makes the Successful Leader 


While for many years the industry 
has had an aptitude index with the ob- 
jective of selecting satisfactory recruit- 
ing material in the agency field we are in 
a business which has not yet developed 
an authentic device in helping select 





extracts from Mr. Slattery’s address: 


general agents and managers. Such a 
device must finally be found. 

Of course, many different philosophies 
exist among companies and agencies as 
to just what is wanted in characteristics 
of a successful leader. In the case of 
some companies, the personal production 
of the general agent is a paramount con- 
sideration. Others are after brokerage 
business. Still others feel they must get 
all of their production from a full-time 
organization. I want to dwell on the 
leader of full-time men. 

In many: articles and many speeches 
the importance of mental attitude is em- 
phasized. Probably 90% of it has to do 
with the agent. l agree that mental atti- 
tude is more important than mental ability. 
The genet ral agent or man: ger is the key 
man in our system of life insurance dis- 
tribution. Therefore, we cannot mini- 
mize that the mental attitude and the 
positive thinking of the managerial leader 
is of essenial importance. The manager 
or general agent decides in his own 
mind whether he really wants to build 


a full-time organization because until 
that decision is made the job will not be 
done. 

In this connection my old chief—the 
late Frank H. Davis, vice president, Penn 
Mutual Life, who in my opinion was the 
greatest agency vice president in the 
business—gave it as_ his opinion that 
a real general agency leader is a man 
operating an agency which has more 
than 50% of the agents recruited by him- 
self, 

The best type of agency leader, in my 
opinion, is one who is constantly giving 
of himself spiritually, emotionally and 
financially. Furthermore, he must have 
a place to discharge his batteries. In 
my book that should be done by _ his 
agency vice president and through gen 
eral agents and managers associations. 


Contrasts Good Fellows and 
Disciplinarians 


Broadly speaking, there are two types 
of leaders of agencies. One accomplishes 
his results through love and affection. 
Being kind, considerate, thoughtful, his 
men will go all out for him. In direct 
contract is the autocrat, the hard-boiled 
leader who demands respect, instills some 
fears, is probably personally disliked by 
his men. As to hang type of leader has 
the right attitude, I have not the answer 
as I have seen pabebae id agency opera- 
tions in each of these categories. 

The so-called good fellow type must 
also possess other desired qualifications 
and not just lean on his magnetism and 
attractive personality. Good fellowship 
alone does not insure leadership. Some 
in his organization may regard that 
characteristic, if the principal one, as 
a sign of weakness. On the other hand, 


Mark President Wells 25th Anniversary 





Left to right are John S. Pillsbury, Jr., Minneapolis attorney and NwNL director; 

Frank S. Kremer, company’s secretary; Mr. Wells; Harry E. Atwood, second vice 

president; W. R. Jenkins, first vice president; Joseph F. Ringland, president, North- 

western National Bank, Minneapolis, and a director, and Cyril C. Sheehan, Minne- 
sota Commissioner of Insurance. 


When George W. Wells, president, Northwestern National Life of Minneapolis, 


walked into what he thought was the regular weekly 


meeting of the company’s 


finance committee, October 15, it proved to be a luncheon by the board of directors 
marking Mr. Wells’ 25 years as an officer of the company. 
Mr. Wells joined the company as secretary in 1928 after having been Insurance 


Commissioner of Minnesota under former Governor J. 
was the youngest Insurance Commissioner in U. 


A. O. Preus. At age 29 he 
S. history. For many years he had 


charge of NwNL’s claim department. In 1942 he advanced to vice president and in 


December, 1951, was elected president. 


At the luncheon, attended by directors and officers of the company, Mr. Wells 
was presented with a testimonial resolution signed by all board members and with 
a sterling silver tray on which facsimile signatures of the board members were 


engraved. 


















Fabian Bachrach 
D. BOBB SLATTERY 


who over-emphasizes his 
disciplinarian and non-sympathetic as- 
pects, and is essentially selfish as well, 
will alienate his field men. 

The successful leader should possess 
the absolute confidence of his men. Irre- 
spective of his method of operation, his 
supreme desire and objective are to see 
each of his men successful far above the 
average, and make them feel that his 
sole purpose in driving is in the interest 
of these agents. The average agent is 
not concerned so much with the prestige 
of his general agents as he is in building 
up his own prestige, but the great leader 
can well bask in the success of his own 


the manager 


men rather than in his own personal 
achievements. 
If you, as general agents, can instill 


a pressure from within the men rather 
than pressure from without you will have 
gone a long way in solving many of your 
problems, 


When Reprimands Are Necessary 


There come occasions when irrespec- 
tive of hurting the feelings of an agent 


a general agent must do some blunt 
speaking. It requires courage to repri- 
mand a producer, to say unpleasant 


things, but sometimes that is essential. 
It requires courage thus to speak, but 
when it is needed the attitude must un- 
hesitatingly be taken. It is something 
like spanking a child. He doesn’t like 
being spanked at the time, but later 
events makes him realize it was done 
for his own good. 

Now summing up, the two types of 
general agents or managers—the one 
whose personality radiates kindness and 
the one who is tough and hard boiled 
I believe this analysis is correct: keep 
in as close touch with your associates 
as you can, practically live with them, 
realize that circumtances affecting their 
lives are constantly changing. If a man 
needs kindness and sympathy, why give 
it to him. If he needs a kick in the 
pants, that should be forthcoming. The 
big thing is for the agent to realize in 
his heart that the driving purpose of the 
general agent’s leadership is the agent’s 
success. If that feeling permeates the 
agency it will be built up to high success. 
Ernie Pyle, the famous Scripps-Howard 
war correspondent who was killed in the 
South Seas, who lived with the troops 
and made the world understand their 
private emotions and what they were go- 
ing through, said in one of his columns 
that nine-tenths of good morale is pride 
in the outfit and confidence in the leader. 

Another quotation which I think hits 
the nail on the head was that of William 
T. Earls, former chairman of Million 
Dollar Round Table and now general 
agent, Mutual Benefit Life in Cincinnati, 
who said: “Your men care a lot more 
about what’s in your heart than what’s 
in your head.” 
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Promotions At New York Life 


A. H. Thiemann and Ronald B. Swinford Second Vice Presi- 
dents; John M. K. Abbott and James P. Kelly 


A. H. Thiemann and Ronald B, Swin- 
ford have been named second vice presi- 
dents of New York Life; John M. K. 
Abbott’s title is now assistant vice presi- 
dent of public relations department and 


“ 


A. H. THIEMANN 


James P. Kelly has been made assistant 
treasurer. 
Thiemann and Swinford Careers 
Mr. Thiemann, 
New York Life’s public relations and 
an outstanding figure 


who is in charge of 


advertising, and 
in Life Insurance Advertisers 


Associa- 





















JOHN M. K. ABBOTT 


tion, has been with New York Life since 
1933, 
A native of Wisconsin and a graduate 


of Harvard his before joining 


New York Life was as an 


career 
Associated 
Press reporter in this country and a 
reporter for an English language daily 
paper in Paris; member of editorial staff 
of Atlantic Monthly 
of Living Age, a weekly 
affairs. For 


and associate editor 
magazine of 
a time he was with 
U. S. Department of Commerce and he 
also had experience as an advertising 


world 


Also Advanced 


agency account executive. He became 


assistant secretary of New York Life in 
1943, assistant vice president in 1949 and 
was put in charge of 
public relations and 
ment. 


a newly created 
advertising depart- 
The company’s activities in public 

















RONALD B. SWINFORD 


relations and advertising have expanded 
considerably in recent years. 

Mr. Swinford has been in charge of 
the office of research and development, 
the name of which has been changed to 
insurance relations department. This de- 
partment is responsible for maintaining 
and developing further relationships be- 
tween New York Life and other life 
insurance companies, governmental agen- 
cies and trade associations. A native of 
Kentucky, he was educated at Berea Col- 
lege and Yale University. In 1931 he 
joined New York Life and was attorney, 
counsel and assistant general counsel be- 
fore he became head of research and 
development office four years ago. 

Careers of Abbott and Kelly 

Mr. Abbott is a graduate of Harvard, 
class of ’22. After working as a reporter 
on New York Times and editorial writer 
of Wichita Eagle he became associated 
with Tamblyn and Brown, fund raising 
and public relations counsel where he 
was vice president. For a time he was 
director of public relations for Reming- 
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FOR YOU TO LET US SHOW YOU WHY 
LEADING LIFE UNDERWRITERS CONSULT 
US REGARDING ALL PHASES OF DISABILITY 
INCOME INSURANCE. 
MASSACHUSETTS INDEMNITY INSURANCE COMPANY 


654 BEACON STREET 
Boston, Massachusetts 


(The brochure entitled ““We Must Have Income” 
is yours for the asking.) 

































Laird Succeeds Cumming with 


Monarch Life, Winnipeg 
Darrell Laird, formerly assistant gen- 
eral manager and actuary, has succeeded 
Gordon C. Cumming as general manager 
of Monarch Life, Winnipeg. Alan E. 
Tarr, formerly treasurer, is new assistant 
general manager. Harold ‘Thompson, for- 
merly associate actuary, is now actuary. 
Mr. Cumming is a former president of 
Canadian Life Insurance Officers Associ- 
ation. 


Licensed in Canada 

Lincoln National Life has been au- 
thorized by the Department of Insur- 
ance, Ottawa, to transact the business in 
Canada of life insurance, personal acci- 
dent insurance and sickness insurance, 
with W. E. McLean, of Toronto, Ont., 
being appointed chief agent for the com- 
pany in Canada. 


CHARLES ADSIT DIES AT 85 
Charles S. Adsit, 85, who formerly 
operated an insurance business in 

Mannsville, N. Y., died October 17. 





ton Arms Co., Bridgeport, Conn. He 
joined New York Life in 1946 and in 
1949 was made an executive assiStant. 

Mr. Kelly started with New York Life 
as assistant cashier in 1936 and was made 
administrative assistant in the company’s 
treasury department in 1951. 









Occidental Sales Up 


Occidental Life of California’s Ordi- 
nary life 
$1,454,169 
year despite the temporary loss of more 
than 400 of the 
ducers who were away from their jobs 
from two to three weeks last month 


sales in September were up 
over the same month last 


company’s top pro- 


attending company conventions at 
Banff, Alberta, and Coronado, Calif. 
September 1952 Ordinary sales to- 


taled $47,384,714 while sales last month 
were $48,838,883, according to Vice 
President William B. Stannard. 


Big NSLI Lapse Rate 


(Continued from Page 1) 





at the end of September was $42,753,- 
168,000, of which $32,775,975,000 was ac- 
counted for by Term and $9,977,193,000 
by converted policies. The previous 
month saw face values at $43,564 ,096,000 
of which $33,603,219,000 was in Term and 
$9,960,877,000 was in converted. At the 
end of September, 1952, the total value 
was $48,448,774,000, of which $38,641,- 
638,000 was Term and $9,807,136,000 was 
converted. 

Still big figures, but Government in- 
surance seems to have a high lapse rate. 

NSLI death claims allowed through 
September totaled 518,976, with face 


value at $4,594,084,000. 


TERM FOR CONTROLLED DIABETICS? 


IT WILL PAY YOU 


NCH + Baltimore + 
BRAICES + Honolulu 
+ Pittsburgh 






Chicago + 


« Portland “ 


Cincinnati + Cleveland 
Los Angeles . 


Saginaw . 


Lansing . 


Newark 
San Francisco ° 


TO CHECK OUR FACTS AND FIGURES. 


« Detroit + Hartford 
+ Philadelphia 
Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 
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Blagden on SS Trust 
Fund of U. S. Govt. 


ALSO LOOKS AT NATIONAL DEBT 





In Sixteen Years Trust Fund Has 
Reached $16 Billion; the Growing 
National Debt 





During a discussion of “Pay-as-You- 
Go Financing of Old Age Benefits” be- 
fore New England Conference on Social 
Security, Henry E. Blagden, second vice 
president and associate actuary, Pru- 
dential, spoke among other things of 
the astronomical trends of Government 


SS trust fund and public debt, and rela- 
tionship of one with the other. 

The value today of the benefits pay- 
able to people already in receipt of bene- 
fit payments is about $23 billion. By the 
year 2050 the corresponding figure will 
be about $180 billion and that figure will 
increase considerably in the future. 

‘If we are thinking in terms of full 
premium financing we are thinking of 
funds aggregating hundreds of billions 
of dollars, and these are to be invested 
in government bonds,” said Mr. Blagden. 

“True, today, we have a debt of some 
$275 billion, but do we have to look for- 
ward to maintaining it or increasing it 
in order to provide a place in which SS 
funds may be invested ? 

“I know the suggestion has been ad- 
vanced that by so investing the SS trust 
fund we might ultimately get to the 
stage when all, or substantially all, of 
the Federal debt is in the hands of the 
trust fund. Then, since the debt is owed 
by all of us and since the trust fund will 
then be owned by all of us, assuming 
that SS is extended to substantially all 
the population as is now contemplated, 
we can just write off both sides of the 
ledger and from then on operate on a 
pay-as-you-go basis. Somehow or other, 
this approach does not appeal to me; 
seems to sound a little slick. It cer- 
tainly seems that if the national debt 
is to be reduced, it should be done by 
direct taxation for that purpose rather 
than through the operation of the SS 
trust fund. 

“T understand that there are doubts as 
to the wisdom of a level premium fi- 
nancing approach which in good times 
and bad would impose high payroll taxes, 
the proceeds of which would be used to 
take out of circulation government 
bonds, because of the deflationary effects 
of such an operation. In this connection 
it is perhaps not without significance 
that in the 16 years in which the trust 
fund has built up $18 billion the national 
debt has increased by nearly $250 billion.” 

Mr. Blagden among other comments 
said that in his opinion full level pre- 
mium financing of a Federally sponsored, 
nationwide program is neither necessary 
or desirable. 


UNION LABOR LIFE’S PROGRESS 





Writing of Large Baltimore Group 
Enables Company to Pass Half 
Billion in Force 

The writing of a Group life insurance 
Program for the Truck Drivers and 
Helpers Local No. 355 in Baltimore 
helped enable Union Labor Life to pass 
the half-billion dollar mark of life insur- 
ance in force. 

In the monthly editorial in the Ullico 
Bulletin, the company’s magazine, Mat- 
thew Woll, president of the company, 
comments on this significant milestone 
in the company’s history. The company 
Issued its first insurance policy more 
than 26 years ago. It has assets now of 
more than $513,000,000. 

“This great fund indicates the faith 
and confidence placed in us by the wage 
earners of America,” said President Woll. 
“It is a demonstration of man’s attitude 
towards the only financial program which 
can assure him of financial stability and 
security for his family should he be 
taken from them and at the same time 
Protects him should he live to enjoy 
the benefits of his early prudence.” 


GLENN F. GASKILL DEAD 

Glenn F. Gaskill, 82, an insurance 
salesman and executive for 34 years, 
died recently in Buffalo, N. Y. He had 
been an agent for Union Central Life 
since 1950. A University of Buffalo Law 
School graduate, he started his insurance 
career with the Mutual Benefit Life at 
the end of World War I. 

In 1944 he joined the U. S. Life as 
public-relations director and _ general 
counsel for the Buffalo office. 


Provident Mutual Gains 

Provident Mutual’s new paid business 
for the first nine months of 1953 to- 
taled $105,306,000, an increase of 13.7% 
over the corresponding period of 1952. 
Insurance in force rose to $1,555,218,000. 

New investments for the first nine 
months of 1953 totaled $62,641,000, 
yielding a gross return of 4.24% as 
against a 3.94% gross yield on new 


investments made during the first nine 
months of 1952. 


Equitable Chicago Change 


Llewellyn G. Owens has been ap- 
pointed agency manager at Chicago for 
the Equitable Society. Assistant agency 
manager at Chicago since 1951, he suc- 
ceeds Ernest C. Hodder who is leaving 
to assume his new post as agency mana- 
ger in Grand Rapids, Mich. 

Mr. Owens was formally installed as 
agency manager at a luncheon at the 
LaSalle Hotel last week. 





HIS 
FUTURE 
IS 
YOUR 
BUSINESS 












His head start for success depends largely upon the money that will be needed for 
his education — grade school, high school, and college — regardless of whether 
his father lives to see him through. 

He will probably be burdened by high taxes and living costs, and have no 
practical way, apart from life insurance, of creating an estate to provide adequate 
income for his family in the event of his untimely death. 

Today is the best time to plan for his future. It’s the time to start the foundation 
of assured dollars on which he can build his success. It’s a good time for his father 
to learn about the Massachusetts Mutual’s popular Endowed Educational Security 
and Progressive Juvenile plans. 


For full information on these plans, see our general agent in your community. 


_Massachuele Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Would Get Actuaries 
Into Society Earlier 


MEDIAN ADMISSION AGE NOW 30 


John R. Larus in Address as President 
Suggests Public Service as 

Actuaries’ Hobby 

Actuaries is adopting 

Asso- 


Larus, 


The Society of 


methods to develop Fellows and 
John R. 


Phoenix 


ciates at an earlier age, 
vice president and actuary of 
Mutual Life, told the Society at its 
annual meeting in Chicago this week in 
his address as president. 

“The scope and style of the admission 
examinations of the Society are of neces- 
in a state of flux,” said 


sity continually 


Mr. Larus. “This is unfortunate in that 
it creates problems when students find 
certain topics shifted from one part to 


another. It is, however, important that 
our examinations keep abreast of chang- 
ing circumstances. During the past year 
the board accepted the recommendation 
of the educaion and examination com- 
mittee to include individual sickness and 
accident insurance as a specific topic, 
thus necessitating rearrangement of the 
Fellowship schedule. As in similar in- 
stances in the past, every effort will be 
made to eliminate any resultant hardship 
on students who have already passed 
parts of our Fellowship examination. 


Changes in Examinations 


Our present general style of associate- 
ship examinations may be said to date 
from 1947. At that ttime we inaugurated 
the non-mathematical Part 1 as a screen- 
ing test that did not necessitate specific 
preparation. Simultaneously we changed 
the character of Part 2 and later that 
of Part 3 and a portion of Part 4 by 
substituting a large number of short 
questions for the few long ones so that 
the chance for error in sampling is mini- 
mized. We also made a special effort to 
acquaint more colleges with our program 
and encourage more undergraduates to 


take our examinations, offering prizes 
for the best results on Part 2. It takes 
a longer time than would at first be 


thought secessary to accumulate authori- 
tative statistics that would attest to the 
success of these changes. Not only is the 
education and examination committee 
keeping a punched card index for each 
student but our advisory committee is 
now commencing a study, in which names 
will be kept confidential, attempting to 
correlate success in examinations with 
subsequent progress. 


“We are trying by these means to de- 


velop at an earlier age fellows and as- 
sociates who in every way meet our 
standards. Those who attained Fellow- 
ship by examination in 1941 had a 
median age of 32; this year the cor- 
responding figure was 30. Part of this 
reduction is, of course, due to the fact 


that for several of the intervening years 
we held examinations semi-annually 
(probably more than counterbalanced by 
the opportunity on the part of 
men in service to sit for examinations), 
but of great influence is undoubtedly the 
fact that it has been made easier to 
save some steps on the examination lad 
der safely climbed at time of graduation 
from college. 

“Examinations for membership in the 
older of our parent societies were inaug- 
urated in 1897, the first Fellowship by 
examination being granted in 1900. In 
the early years only a handful emerged 
as Fellows by examination. When I was 
admitted in 1918 about ten persons a 
year were attaining Fellowship by ex- 
amination in the Actuarial Society or the 
American Institute. At the present time 
the number has grown to almost 50. 


25% Are Outside Companies 


The Society of 
sional association, 


loss of 


Actuaries is a profes 
membership in which 


is gained only by passing certain exami- 
nation requirements which 
itself prescribes. 


the Society 
We accept no subsidy 





JOHN R. LARUS 


or contribution from any organization. 
Our membership moreover is by no 
means exclusively drawn from members 
of life insurance companies. In fact, 25% 
of our members are otherwise engaged— 
in government posts, consulting practice, 


general industry, or other pursuits. To 
many of these members our meetings 


offer their main opportunity to associate 








Opens Memphis Brokerage 
Office; Freedman Manager 


Connecticut General Life has opened 
a new branch brokerage office in Mem- 
phis and has appointed David M. Freed- 
Coming from the At- 
brokerage 
representative, Mr. Freedman was pre- 
viously brokerage assistant in New 
York. He is a graduate of Cornell. 


man 
lanta 


as Manager. 


office where he was 





with their fellows for mutual educational 
advantage. 
Avocations 


Touching on avocations for the actu- 
ary, Mr. Larus said in part: “A real 
public service to municipal employes and 
taxpayers alike can be rendered if more 


trained people will study the pension 
plans of their own city and state or 
province. If these are found unsound, 


newspaper and other publicity should be 
sought and appearance made at legisla- 
tive hearings whenever ill-conceived bills 


are introduced. There are yet other 
Ways wherein an actuary can render 
valuable service to his community. For 


example, school boards are universally 
pressing for money to build new schools. 
While many of these requests are sound, 
others are not carefully thought out or 
supported by scientific projection of 
birth rates, population shifts, and other 
factors familiar to the actuary.” 





60 YEARS OF SERVICE r 


To The Life Insurance Business 


1893 —1953 











HARRY R. KENDALL 


In honor of our Co-Chair- 
man of the Board who is cele- 
brating 60 years of service to 
the insurance business, all de- 
partments of the Company are 
dedicating two months of ef- 
fort to honor Mr. Kendall on 
his Diamond Jubilee Anniver- 
sary. 
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Continental American Life 


Increases Its Dividends 

Claude L. Benner, president of Con- 
tinental American, has announced the 
adoption of a new and increased scale 
of policy dividends, effective January 1, 
1954. As a result of the increase, the 
total dividends payable to policyowners 
in 1954 will be 21% more than the 
amount of such dividends paid in 1953, 

The new scale reflects a substantial in- 
crease in mortality profit which, how- 
ever, had to be partly offset by some 
increases in expense factors because of 
the higher cost of doing business. The 
net effect of the new scale is substan- 
tially increased dividends for nearly all 
plans, ages and durations. Increases in 
early dividends are generally larger than 
for later dividends, resulting in a better 
dividend pattern. Also, new dividends 
for term plans have been increased to a 
greater degree than the dividends for 
other plans, 

The interest rate allowed on accumu- 
lated dividends has been increased from 
244% to 3%. The interest rate on Settle- 
ment Options is continued at 3%. 

The over-all result of the new scale is 
that for almost all plans and ages the 
continuing net cost of insurance (pre- 
mium less dividends) has been substan- 
tially improved. 


Metropolitan Officers 
Address Training Group 


The fourth annual field training con- 
ference of Metropolitan Life was held 
at the Essex House, New York, October 
12-17. More than 200 training personnel 
from the United States and Canada met 
with the company’s field officers to plan 
expanded training and educational pro- 
grams designed to increase the selling 
and service skills of the Metropolitan 
agency force in the coming year. 

Karl H. Kreder, CLU, third vice presi- 
dent in charge of Metropolitan’s field 
training division, served as conference 
chairm: an and introduced several of the 
company’s top officers who participated 
in the week-long meeting. 

Highlighting the agenda of panel dis- 
cussions and “shirt-sleeve” workshops 
were addresses on October 17 by 
Frederic W. Ecker, the Metropolitan’s 
president, and Cecil J. North, vice presi- 
dent in charge of the field force. 

Other Metropolitan officers — who 
greeted the field training representatives 
included Reginald R. Lawrence and W. 

J. Shepherd, second vice presidents; 
Austin T. Schussler, G. Hoyle Wright, 
A. Rogers Maynard, and Alexander 
Hutchinson, superintendents of agencies; 
and Joseph F. Flood, Earl R. Trangmar, 


and John J. Gill, assistant vice presi- 
dents. 
Ordinary Representative Irving R. 


Aaronson of Metropolitan’s Murray Hill 
(New York City) district, a nine-time 
member of the Million Dollar Round 
Table, also was one of the guest speak- 
ers. 

Topics discussed during the conference 
included agent’s training, perfected tech- 
niques in using the Social Security ap- 
proach in selling, a review of the com- 
pany’s streamlined sales aids ,and new 
ways to show business men and execu- 
tives how life insurance can be used to 
help them indemnify their business in- 
terests. 


Minn. Mutual General Agent 
Minnesota Mutual Life of St. Paul has 
aaemenee the appointment of Theodore 
. MacDonald as general agent in Ari- 
zona with offices in Phoenix. 

Prior to his present appointment, Mr. 
MacDonald has been associated with the 
Equitable Life Assurance Society since 
1943. He started as an agent working 
out of the Houston office, and_ then 
became a unit manager, training sales- 
men, making his headquarters at San 
Jose, California. In November, 1951, Mr. 
MacDonald became assistant agency 
manager of Equitable’s Van Winkle 
agency at Los Angeles. 
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MARY FOSTER BARBER 

Mary 
president, and Evelyn Shuler, director of 
information, Mutual Life, 
Philadelphia business 


Foster Barber, assistant vice 


public Penn 
were among ten 


women selected this month for tribute 


and special honors as outstanding in 


their fields: Miss Barber chosen for spe- 
field 
and Miss Shuler in public relations field. 

The presentation to 
plaques as 
place at a Hotel 
Philadelphia. This ceremony 
ture of National 
Week which 


President 


cial recognition in the insurance 


them of silver 


achievement awards took 


dinner in Barclay, 
was a fea- 
Business Women’s 
was launched officially by 
Eisenhower who paid tribute 
“great contribution 


in the field of 


for their 
to the nation, 
public affairs.” 


to women 


especially 


The dinner ceremony, attended by 250 


EVELYN SHULER 


guests, was under auspices of the Busi- 
ness and Professional Woman’s Club. 
Awards given covered public service, law, 
insurance, civic affairs, nursing, public 
relations and humanitarian activities with 
one woman chosen for top honors in 
each category. 

In presenting the awards an official of 
the club said it afforded an opportunity 
to give public recognition to women 
whose efforts on behalf of their business 
or profession place them in the class 
of valuable public servants “whom we 
gladly offer admiration and respect.’ 

Miss Barber was the first woman offi- 
cer appointed in her 106-year-old com- 
pany and Miss Shuler is eastern vice 
president of the American Public Rela- 
tions Association, the first woman ap- 
pointed to this post. 

Miss Barber was assistant to the late 
John A. Stevenson, president, Penn Mu- 
tual Life. Miss Shuler for years was 
one of Philadelphia’s most capable news- 
paper reporters, 





J. L. Watts, Jr., Anniversary 

John L. Watts, Jr., Chicago general 
agent of Mutual Life, recently 
twentieth anniversary of 
service with that company. 


Pacific 
observed his 


Mu- 
became 
general agent in partnership with his 
father, the late John L. Watts, in 1936, 
retirement in 1951 
took over the full responsibility of the 
agency. 

Active in the work of the Central 
Lions Club, and in boys’ welfare work, 


He began his career in Pacific 


tual’s Chicago claim office, 


and on his father’s 


Watts is identified with numerous com- 
munity and civic 
Chicago and also in 


downtown 
Park Ridge, Illi- 


he makes his home. 


affairs in 


nois, where 


First-Year Death Claims 


John M. Powell, president of the Loyal 
Protective Life of Boston, announces the 
largest death 
company’s 58-year history. 

One of the two prominent men killed 
in the recent airline crash at Idlewild 
International Airport, New York, was 
insured by the Loyal Protective for 
$100,000. Mr. Powell stated that the 
policies were issued just last April so 
only one annual premium had been paid 
when the insured lost his life in the 
tragic accident. 

This case follows closely another Loyal 
Protective death claim in the first policy 
year amounting to $24,000. The policy 
was issued to a manufacturer who ap- 
plied for the insurance in December, 1952, 
and died recently following a sudden 
illness. 


first-year claim in his 
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Give Your Family BETTER All Year Living 


One of America's oldest ordinary life insurance companies, with Home Office 
in New York City, is expanding its life and accident and health operations in 


Southern California and offers ground floor opportunities in sales department. 


For more information and personal interview at one of our Eastern offices, please 
write to Box 2207, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 








House SS Hearings Nov. 16 


Washington—The House Ways and 
Means Committee Social Security sub- 
committee, under the chairmanship of 
Rep. Carl T. Curtis (R., Nebr.) now 
plans tentatively to reopen the social 
security question on or about Novem- 
ber 16. The subcommittee is slated to 
listen to technical testimony regarding 
the cost of coverages and benefits, 
both present and proposed, and in refer- 
ence to the workings of various sug- 
gested changes in the social security 
program. Accordingly, the witnesses 
will be confined to those with such 
information. People with definite ideas 
as to amendments and changes in the 
program will be asked to appear before 
the full Ways and Means Committee 
next year. 

The subcommittee is thinking of 
calling one “outside expert” as yet not 
selected, but hasn’t even come to a 
final decision on whether such an invi- 
tation will be extended. Various gov- 
ernment agencies will supply at least 
the body of the testimony, and perhaps 
all of it. The Department of Health, 
Education and Welfare, Treasury and 
Internal Revenue and probably other 
interested government agencies will be 
asked to provide witnesses equipped 
with statistics. 

Curtis calls his group an “auditing 
committee,” and he said the subcomittee 
will concentrate on getting the facts 
for the full committee to have at hand 
when it considers actual legislative 
proposals next year. 





Junior Actuaries Meet 


Robert M. Duncan, actuary of Teach- 
ers Insurance and Annuity Association 
and the College Retirement Equities 
Fund was guest speaker at a dinner 
meeting recently of the junior branch 
of the Actuaries Club of New York at 
2 Park Avenue, New York City. 

Mr. Duncan, who took an active part 
in the design and development of the 
College Retirement Equities Fund, dis- 
cussed its operations to date. He also 
commented on recent developments re- 
lating to legislative and taxation prob- 
lems, and the effects of recent stock 
market developments on fund operation. 

The College Retirement Equities Fund 
was established to provide a method of 
combating the effects of inflation upon 
fixed dollar annuities through investment 
of a portion of policyholders’ retirement 
funds in common stocks rather than tra- 
ditional insurance company investments. 


Our 15th Anniversary Year 
M. L. CAMPS, 


General Agent 





T. I. Parkinson to Leave 
Equitable in February, 1954 


Thomas I. Parkinson, chairman of the 
board of directors of the Equitable Life 
Assurance Society, will resign at the an- 


nual meeting of the board in February, 
1954. 


Joins Franklin in Boston 


SAMMY WHITE 


Albert Mehrbach, Jr., vice president 
in charge of the New England states for 
Franklin Life of Springfield, Ill., has an- 
nounced that Sammy White, catcher for 
the Boston Red Sox, has joined the 
Franklin sales organization in Boston. 

An alumnus of the University of 
Washington, Mr. White has played pro- 
fessional baseball for the past six years. 
For the past three years he has played 
with the major leagues as catcher for 
the Boston Red Sox. He will devote 
off-season time to his sales activities 
with the Franklin Life. 


Named by Public Nat’l 


Dean Fockele has been appointed 
manager of Republic National’s Tucson 
agency and L. R. Tracy, assistant mana- 
ger of its Oklahoma City agency. 
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New P. R. Man with LIAMA 


























JOHN L. LOBINGIER, JR. 


Succeeding Donald Lynch as director 
of public relations, Life Insurance 
Agency Management Association is John 
L, Lobingier, Jr., who was assistant ad- 
vertising manager, Phoenix Mutual Life. 
A graduate of University of Virginia, he 
received his M.A. degree from Fletcher 
School of Law and Diplomacy, Medford, 
Mass. In World War II, he was a cap- 
tain in the Army Air Corps in Europe, 
as combat intelligence and public rela- 
tions officer, and after leaving the serv- 
ice was with Alley & Richards, Boston 
advertising agency, and later with Wig- 
gins Airways, Norwood, Mass. Recalled 
to the Air Force in 1951 as a major he 
spent almost two years as public infor- 
mation officer with Military Air Trans- 
port Service, Westover, Mass. 


N. Y. Meeting to Feature 
MDRT Panel November 12 


The November educational meeting of 
the Life Underwriters Association of the 
City of New York will be held November 
12 at 2:30 p.m. at the Hotel Astor and 
will feature five members of the Million 
Dollar Round Table, according to an 
announcement by Harold A. Loewen- 
heim, CLU, Home Life of New York, 
educational vice president. Theme of the 
meeting and the topic of each speaker 
will be “Why I Wanted to Make the 
Million Dollar Round Table—How I Did 
It-And What I Am Doing to Stay 
There.” 

Speakers include Nathan S. Bienstock, 
Massachusetts Mutual; Michael P. Coyle, 
CLU, Phoenix Mutual; Sadler Hayes, 
Penn Mutual; Patrick M. Mucci, Metro- 
politan; R. Jay Wilcox, The Prudential. 
David Marks, Jr., New England Mutual, 
who was responsible for arranging the 
meeting, will act as moderator. 


Occidental Vice President 


The establishment of a Group sales 
and service division and the election of 
Herbert D. Eagle as a vice president of 
Occidental Life of California heading 
this new division was announced this 
week by President Horace W. Brower. 

Principal function of the new division 
will be selling and servicing both Group 
life and Group accident and_ sickness 
benefits. All other functions of Occi- 
dental’s Group operation will continue 
under the direction of Vice President 
John P. Dandy. 





L. T. CARLISLE DEAD 
Associated with the Western Life As- 
surance Co. for 50 years, Lincoln 


Thomas Carlisle, 87, died of a heart at- 

tack in Toronto, Ont. He is survived by 

a Heirs William Carlisle, of New 
ork, 


Guest of Eisenhower 
Leroy A. Lincoln, chairman, Metro- 
politan Life, was one of the guests at 
President Eisenhower’s dinner of Mon- 
day last. The President is host at a series 
of these dinners to which leaders of the 
nation in many fields are invited. 


NEW DIRECTOR OF GUARDIAN 


Ralph S. Damon an Outstanding Figure 
in Aviation Field; Trans 
World Air Lines 

Ralph S. Damon, president of Trans 
World Air Lines, and one of top figures 
in aviation field, has been made a director 
of Guardian Life. A graduate of Harvard 
University, cum laude, he learned to fly 
in World War I. His first position in 
aviation industry was as factory super- 
intendent of Curtiss Aeroplane & Motor 
Co. and later he became vice president 
and general manager of Curtiss-Wright 
Air Manufacturing Co.’s St. Louis plant 
and then president. Next, he entered air 
transport field. Subsequently he became 
president of American Air Lines and of 
Trans World. He has many affiliations 
in air industry and other fields. 


Manufacturers Life’s New H.O. Building 


Charles S. Leopold, Philadelphia, air conditioning engineer who designed the air 

conditioning system used for new home office in Toronto of Manufacturers Life, 

explaining to J. H. Lithgow (right), president of Manufacturers, some facts about 
the instrument panel for the air supply fans. 


The new home office building of 


Manufacturers Life of Toronto, ac- 
claimed by engineers one of- the most 
up-to-date office buildings on the North 
American continent, has been under con- 
struction for three years and is the re- 
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Jumped at the Chance. ‘‘When 
I heard that Union had entered 
Life and set up an agency network 
I jumped at the chance to take my 
surplus business to Union,’’ said 
a New York broker recently. To 
? make a “‘happy landing’’ with 
your surplus business, contact 
any of Union’s G. A.’s in the 
New York area: 











af Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N. Y. 


Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


Associated Insurance Agency 
135-39 Northern Blvd., Flushing 54, N. Y. 


A network of General Agencies throughout Union's 14 states is presently 


in formation. A few choice territories are still available. Write to: 


Roy A. Foan, Vice-President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 








sult of a building research which lasted 
seven years. It is an 1ll-story structure 
designed by Marani and Morris. 

Among other features the building has 
an air conditioning system containing a 
radically different method of cooling and 
heating adopted by the company for 
elimination of drafts normally associated 
with air conditioning. Distribution of 
mail and inter-office correspondence is 
accomplished by an automatic vertical 
mail conveyor system eliminating floor- 
to-floor movement of messengers. Many 
features in the building were influenced 
by the fact that today about 75% of 
employes of insurance companies are 
young women. 

The new building and equipment are 
designed to facilitate service to the com- 
pany’s 450,000 policyholders. The com- 
pany recently celebrated its 50th anni 
versary of entry into the United States 
It is licensed in 15 states, District of Co- 
lumbia and Territory of Hawaii. Its 
United States business in force is more 
than $460,000,000, representing nearly 
29% of the total business of $1,600,000,000. 
The building is the first of a number of 
insurance buildings which will constitute 
Toronto’s new insurance row. 


Promote Carnochan, Johnson; 


Maxwell Made a Director 


After the last meeting of the Union 
Mutual Life’s board three executives 
were announced. Arthur F. Maxwell, 
president, Biddeford Savings Bank, Bid- 
deford, Me., and president of Develop- 
ment Credit Corp. of Maine, becomes a 
Union Mutua? director. John R. Car- 
nochan, former vice president and assis- 
tant to the president, was elected vice 
president. Stephen W. Johnson, former 
controller, was elected vice president and 
controller. 


Ad Forum at LIAMA Meeting 


A forum on how advertising pays off 
in life insurance field will be one feature 
of annual convention in Chicago of Life 
Insurance Agency Management Associa- 
tion. Forum is organized by Frederick J. 
Kiefner, CLU, Provident Mutual. Chair- 
man will be D. Bobb Slattery, Penn 
Mutual. 

Among those who will participate are 
Jack R. Morris, Business Men’s Assur- 
ance and president of Life Advertisers 
Association; Margaret Divver, John Han- 
cock; J. L. Hirsh, Sun Life of America; 
Karl Ljung, Jefferson Standard; Robert 
E. Templin, Northwestern Mutual. 

Among speakers at main session will 
be Eugene M. Thore, LIAA general 
counsel; Robert L. Hogg, ALC executive 
vice president, and Ray H. Wertz, chair- 
man, General Agents and Managers 
Conference. 


MADE BROKERAGE MANAGER 

O. E. Hindman has been appointed 
brokerage manager of the George V. 
Shipley Agency of Occidental Life of 
California in North Hollywood, Calif. 
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H. B. Thompson Made V.P. 
Bankers Life & Casualty 


THOMPSON 


HERBERT B, 


Herbert B. Thompson has been named 


vice president of Bankers Life & Casu- 


alty Co. of Chicago. For the past ten 
years Mr. Thompson has been attorney 
for and later Chief Deputy Commis- 


sioner, Michigan State Department of 
Insurance. He began his career as a 
newspaperman and was financial editor 


1922 he 
Section of 

Detroit, and 
1944 


practice of 


of Detroit Times. In organized 
the 


Business 


Investment the Better 


Bureau of com- 
mencing in 1932 
the 
law in Detroit. 
len & Harmon, 
corporate law and reorganizations, legis- 
of life 


through was en- 


gaged in independent 
His firm, Thompson, Al- 
specialized in insurance, 
lative insurance 
companies, 


representation 


and company and agent 
associations, 


Mr. 


texts 


Thompson is the author of several 


and treatises on corporate insur- 


economic subjects, a member 


Section, 


ance and 


of the Insurance American Bar 


Association, the Governors’ Commission 


on Problems of the Aging, and a mem- 


ber of the Insurance Committee of the 

State Bar Association of, Michigan for 

the past 15 years. 

Occidental Group Changes 
Promotions and transfers in the Group 


division cf Occidental Life of California 


were announced by J. P. Dandy, vice 
president. 

John Castino, assistant regional Group 
supervisor, has been placed in charge of 
Occidental’s newly-opened Group office 
in Milwaukee 

Robert E. French, Group service rep 
resentative in Los Angeles, has been pro 
moted to Group sales representative and 
transferred to the company’s Philadel- 
phia Group office. 

William H. Barrows, Group sales 
representative in Fresno, Calif., has been 
named regional Group supervisor in 
charge of Occidental’s Kansas City, Mo., 
Group office, headquarters for the com- 
pany’s Kansas-Missouri territory. 


Robert P. Ploughe, Group service rep- 
resentative in Los Angeles, has been 
made Group sales representative and 


transferred to Occidental’s Fresno Group 
othice. 

Occidental’s Denver Group office, un- 
der the supervision of Robert W. Gillies, 


regional Group supervisor, has moved to 
new quarters at 2801 East Colfax Street, 
Denver. 








Dr. James LIAMA Speaker, 


Other Features of Program 

F. Cyril James, Ph.D., principal and 
vice chancellor of McGill University, 
Montreal, will be the guest speaker at 
the opening luncheon of the annual 
meeting of Life Insurance Agency Man- 
agement Association, November 9-13, at 
Chicago’s Edgewater Beach Hotel. Dr. 
James received his Bachelor of Com- 
merce degree from the London School of 
Economics and his M.A. and Ph.D. from 


the University of Pennsylvania. He 
taught at the University of Pennsylvania 
from 1924 until 1939 when he went to 


McGill as director of the School of Com- 
merce. He was appointed to his present 
position that same year. Dr. James will 
speak at the Fellowship Luncheon, Tues- 
day, November 10. 

During the Tuesday afternoon General 
which officially opens the an- 
Grant L. Hill, CLU, presi- 
dent of the LIAMA and vice president 
and director of agencies, Northwestern 
Mutual Life, will deliver his presidential 
address. Lewis W. S. Chapman, CLU, 
director of company relations of L [AMA, 
will direct the panel “Let’s Talk Shop,” 
in which all -6f the men in that division 
of the association will participate. 


Session 
nual meeting, 


Travelers Cuts Premiums 


On Most of Its Policies 


A reduction in premium rates for most 
of the life insurance policies issued in 
the United States by the Travelers has 
been announced by Vice President Ray- 
mond C. Dimon who said the reductions 
are the result of intensive study of the 
trends in the rates of interest, mortality 
and expense. 

The reductions in 
per $1,000 of insurance 
Ordinary and Limited Pay 
Endowments and Retirement 
and 70, and 35 cents on Term forms. 

Disability reductions average about 
40 cents on all forms where a separate 
extra disability PrcHunen is charged. 


premium average 
about $1.50 on 
Life; $1 on 


Income 65 








Philip Weber, vice ‘insiadasle and gen- 
eral manager of the Edgewater Beach 
Hotel, will be host at a reception for all 
members and guests, Tuesday evening. 
That same evening the Small Companies 





Dinner will be held. Charles Evans, as- 
sistant to the president, Arkansas Power 
and Light Co., will be the speaker at 


this dinner at whic h Frank L. Whitbeck, 
ibe CLU, chairman of the committee and 
vice president and director of agencies, 
Union Life, will preside. 
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Increase !! 


The Hospital Service Plan 0 


| 
| Jersey has advise 
| 


rates will increase UP to 50%. 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical-medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 





N. |. J. So- Called 
‘Non-Profit Plan 


‘Announces nome 


SS 


f New 
d subscribers that 






Plenty of companies 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


a 


| Why 

ait 
_ any 
longer? 


write the larger 







4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 











General Agent at Erie 





EMPIE 


RF. 


R. F. Empie has been appointed gen- 
in Erie, Pa. for Franklin 
Ill., according to an 
Sales Di- 
Pittsburgh. 


eral agent 
Life of Springfield, 
announcement by Regional 
rector Mitchell T. Melham, 

Mr. Empie has been active in the in- 
surance field since 1935, when he entered 
the business with John Hancock. In 
1941 he was appointed supervisor of field 
training for that company operating out 
of Chicago and covering 23 districts in 
the midwest. He was subsequently pro- 
moted to the positions of regional su- 
pervisor and regional manager in Chi- 
cago, and in 1951 transferred his field 
of operations to Pennsylvania as district 
manager in Erie. 

As general agent for the Franklin, he 
will have charge of general agency de- 
velopment in Erie and vicinity. 


CLU Brochures Revised 
Two of the American College of Life 
Underwriter’s most widely used publica- 
tions have been revised and are now 
ready for distribution according to Davis 
W. Gregg, Dean of the College. 


The first, “Fundamentals of Federal 
Old Age & Survivors Insurance,” was 
revised by Laurence J. Ackerman, Dean 


of the School of Business Administration 


at the University of Connecticut, in col- 
laboration with David Irvy, CLU, as- 
sistant professor of insurance, on his 
staff. Charles K. Reid, II, CLU, con- 


sultant in the Company Relations Divi- 


sion of Life Insurance Agency Manage- 
ment Association, has revised “Funda- 


mentals of Government Life Insurance” 
to incorporate recent changes in the law, 
with interpretations pertaining to that 
subject. 

Both brochures are primarily used in 
the CLU study program for Part A of 
the CLU examinations. However, indi- 
vidual copies may be purchased from 
the American College at a nominal fee 
of 50 cents each. 


W. Ross Harper Dies 


W. Ross Harper, retired general agent 
of Aetna Life at Philadelphia, died Oc- 
tober 18. Until his retirement three 
years ago, Mr. Harper was the Aetna 
Life’s senior general agent in period of 
service. In the 45 years he served as 
general agent at Philadelphia, he saw 
the agency grow into one of the com- 
pany’s largest general agencies. Prior 
to coming to Philadelphia, he had served 
as general agent at Atlanta, Ga. 

Mr. Harper had served as_ president 
of the Philadelphia Life Underwriters 
Association and was a former director of 
the Pennsylvania Insurance Federation. 
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Benjamin Franklin signs one of the 
first mutual insurance policies in America 


Of all Franklin’s interests, none was more farsighted than his 
recognition of the need for mutual insurance. He helped 
organize the oldest mutual fire insurance company in America 
—The Philadelphia Contributionship for the Insurance of 
Houses from Loss by Fire. This company was founded in 1752 
only a few blocks from Independence Square and the present 
Home Office of The Penn Mutual. Americans then were just 
beginning to share a common risk through mutual insurance. 


gen- 
nklin 
+ eee Now One Mutual Company 
ered 


Insures the Financial Independence 


of 600,000 Families 


The idea of mutual insurance was new in Franklin's time. 
Today, however, more than 600,000 are insuring their financial 
independence through life insurance in a mutual company— 
The Penn Mutual. 


Your Penn Mutual Underwriter will show you how to fit insur- 
ance to your individual circumstances through a Penn Mutual 
Independence Plan. He can arrange this Plan to protect your 
family should anything happen to you, and also provide for your 
own financial independence with a lifetime income for you from 





oe PAD 4. the very day you decide to retire from business. 
‘ p Your Penn Mutual Underwriter represents a company with more 
re : : 7 ‘ illi 
ms es ‘ a ie: than a century of experience and assets of well over a billion 
s é ‘ if = dollars. He combines the knowledge of an expert with the under- 


ean 
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col- 
as- 

his 
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ge- 
da- 
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aw, 
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standing of a friend. 


in 
of 
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fee 


THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ INDEPENDENCE SQUARE, PHILADELPHIA 


asin siamese 











THE PENN MuTUAL BELIEVES IN PROMOTING ITs OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 
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State Mutual Makes Three 
New Staff Assignments 


C. EARLE ARMSTRONG 
Mass., 
staff 


State Mutual Life of Worcester, 


has announced three home office 


assignments. 
C. Earle 
superintendent of 


Armstrong, made an assistant 


agencies, joins the 


company as an officer after a successful 


career in banking and several years of 


personal production and supervision in 
New York City. He attended 
University and was graduated 
Graduate poe of Banking at Rutgers. 

Thorne Caldwell, sicnnoted from as- 
sistant counsel to associate counsel, is a 
graduate of Colgate University and Har- 
vard Law School. He has been with 
State Mutual since 1937. 

Robert G. Hill also elected an offi- 
cer of the company and advanced to 
manager of the Sickness and Accident 
Claim Department. After graduating 
from Burdett College and attending 
Northeastern Law School, he was asso- 
ciated with a leading eastern company 
in the non-cancellable Sickness and Ac- 
cident field. 


Columbia 
from the 


was 


Ky. Ordinary Sales Leader 


Kentucky showed the greatest rate of 
increase in Ordinary life insurance sales 
in September with Arkansas second and 
Idaho third, it is reported by the Life 
Insurance Agency Management Associa- 
tion, which has analyzed September sales 
by states and leading cities. Country- 
wide, Ordinary business increased 11% 
in September, compared with September, 
1952, while Kentucky sales gained 29%, 
Arkansas 28%, and Idaho 26%. 

For the first nine months, 
tional Ordinary sales up 18% from the 
year rig Nevada led with an increase 
of 37%, with Delaware in second place, 
up 26% © from the corresponding period of 
last year. 

Among the large cities, 
St. Louis showed the 
increase for September, each with a gain 
of 17%. Cleveland next, with pur- 
chases up 16%. Detroit led for the nine 
months with a gain of 30%. 


with na- 


Boston and 
greatest rate of 


Was 


Cutting Home Office “Paper Work” 


Recognizing the need for a continuous 
program of forms control, backed by 
company management, the John Han- 
cock has set up an “Internal Public Re- 
lations Audit.” It is to make a detailed 
study of some 6,000 forms and letters 
used in company operations. One chief 
aim of the program is to reduce to a 
minimum the number of hours spent by 
home office and field personnel on paper 
work. 

Responsibility for the program has 
been placed with the Hancock’s planning 
department in conjunction with public 
services, and is under the direction of 
Clyde F. Gay, administrative vice- 
president, and Robert P. Kelsey, vice 
president in charge of public services. 
New forms will continue to be processed 
by the planning department, which will 
review proposed material with an eye 
to information contained, mechanical de- 
sign, and simplification. Those forms 
which go to policyholders and the public 
will also be reviewed by the Public 
Services Department for general appear- 
ance and tone. 

District Agency Forms Examined 


Although the Hancock has maintained 
a constant policy of reviewing its printed 
material in the light of changing the 


e e e Join the others. 


DAVID A. 


CARR 


« « « They're real business builders—our new kit 
of Non-Can A & H policies. Our brokers 
are delighted with them! 


« « « lop benefits. Really superior classification 
table. And all policies are PARTICIPATING. 
What a combination! 


Let this excellent A & H 


series make money for you! 


Consult CARR 
Concerning 


NON-CAN A& FH 


Please note new address 


needs, the Internal Public Relations 
Audit committee is the first of its kind 
in the company to be established on a 
permanent operating basis to review all 
forms and letters on a company-wide 
basis. 

One of the first outgrowths of the 
audit committee was an examination of 
district agencies forms. Under the direc- 
tion of Vice President Frank B, Maher, 
portfolios of some 320 forms used in the 
agencies were prepared and submitted to 
district managers George F. Scanlon, 
3oston; Leonard Vecchiolla, Nassau 
East, N. Y.; Joseph F. Breslin, New 
York City; M. Paul Eckhardt, CLU, 
Reading, Pa.; and Joseph Carroll, CLU, 
Newark, N. J., for their review and 
suggestions. After several months’ study 
of the material as part of their regular 
routine, the managers met in Boston to 
discuss their recommendations with the 
home office management. As a result of 
their efforts, recommendation has been 
made involving approximately one-third 
of the forms used in the agencies. 

Through the work of the committee, 
it is expected that many forms will be 
revised, simplified or combined with 
similar forms, thus simplifying the pro- 
cedures of both home office and field 
personnel. 


INCREASE YOUR COMMISSIONS 
With Our Non-Can A&H 


Agency Mgr Gort imental Assurance Company 


Chicago 


50 East 42 Street * New York 17 * OXford 7-3424 


AGENCY Inc. Davida. carr, Pres.: 


MICHAELA. WILTON, V.-Pres 


Murray April To Be Honor 
Guest at Company Dinner 


MURRAY APRIL 


Eastern Life of New York reports for 
the first nine months of 1953 that new 
business paid for has increased 102% 
Increase of insurance in force for the 
same period was 15% 

In honor of Murray April’s fifth year 
with the and in recognition of 
the achievement, the board of directors 
of the company will give a testimonial 
dinner in honor of Mr. April, to be 
held at the Astor Hotel, New York, on 
November 24, to which agents who par- 
ticipated in the record production will be 
invited. 

Mr. April has been long recognized 
in the life insurance fraternity as an ex- 
has been 


company 


perienced agency director. He 
responsible for recommending new forms 
of policies, double and triple protection 
riders, and family income riders now be- 
ing offered by the testi- 
monial campaign in honor of Mr. April 
launched to be concluded on 


company. A 


has been 
December 31. 

The company has in force, as of Sep- 
tember 30 in excess of $57,000,000 of in- 
surance. 


Names J. D. Wells at Omaha 


President James A McLain of the 
Guardian Life has announced the ap- 
pointment of John D. Wells as manager 
of the company’s agency in Omaha. 

Mr. Wells is a native of Omaha and 
attended the University of Omaha. He 
began his life insurance career in 1946 
after serving with the Air Force in 
World War II, and has been engaged 
in both sales and supervisory work 
since that time. A graduate of the 
LIAMA Management School held in Au- 
gust of this year, he is a member of the 
Omaha Life Underwriters Association 
and has been active in the Omaha Junior 
Chamber of Commerce. 
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Thykeson Heads Northeast 
Dept. of Equitable Society 


RALPH M. THYKESON 


Ray D. Murphy, president, Equitable 
Society, announces the appointment of 
Ralph M, Thykeson of Grand Rapids as 
field vice president of the northeastern 
department. He is manager of the So- 
ciety’s Grand Rapids, Mich. agency. 

3orn in Albert Lea, Minn., Mr. Thyke- 
son was with Albert Lea State Bank 
before joining Equitable there in 1927. 
He was named a field assistant in the 
St. Paul agency in 1932 and a district 
manager in 1942. In 1947 he was ap- 
pointed head of the Grand Rapids agency 
which, under his direction, more than 
tripled its volume of Ordinary life in- 
surance by 1952. His new headquarters 
will be in the home office in New York. 

In Grand Rapids, Mr. Thykeson was 
a member of Chamber of Commerce, 
Peninsular Club and Lutheran Church 
which he has served as a deacon and a 
member of the building committee. He 
is also a member of the Life Insurance 
Agency Managers Association and Grand 
Rapids Life Underwriters Association. 


Marsh & Associates Forum 


On Pensions; Shared Profits 


J. D. Marsh & Associates, Washing- 
ton, D. C., held its annual estate planners 
forum at Hotel Statler, Washington, Oc- 
tober 26. More than 300 attorneys, ac- 
countants, bank officials, business and in- 
surance men attended. Theme of meet- 
ing was “Pensions and Profit Sharing 
Plans for the Small Employer.” 

D. B. Maduro, New York lawyer and 
consultant of Million Dollar Round 
Table, noted the phenomenal rise in 
number of such plans approved by In- 
ternal Revenue Service since end of 
World War II. Isidore Goodman, chief, 
advisory section, pension trust branch, 
Internal Revenue Service, spoke on “Tax 
Problems in Qualifications and Amend- 
ments.” Martin R. Gainsbrugh, econo- 
mist, talked of economic and social im- 
plications of pension and profit sharing 
plans. 


Honor President Becker 

Field men of Franklin Life, Spring- 
field, Ill., are beginning a six weeks’ sales 
drive in honor of President Charles E. 
3ecker’s birthday. The annual drive has 
set a new production record each year, 
and exceeded $5,000,000 in new sales in 
1952. This year’s goal is to pass that 
mark, 

A “President’s Trophy” will | be 
awarded to the volume leader in sales. 
New business for the first nine months 
of 1953 represents a gain of 144% over 
the same period last year. 


Security Mutual’s New Programming 


Service, “The Compilator,” Introduced 


Security Mutual Life, Binghamton, 
N. Y., officially launched its new copy- 
righted programming service at a meet- 
ing of company representatives from 
the Greater New York area, in the audi- 
torium of the Chanin Building on Thurs- 
day of last week. Known as the Com- 
pilator, this new sales device, company 
officials believe, is the answer to present- 
day sales problems and should prove 
helpful in the development of future 
sales techniques, 

The idea of the Compilator began 
many months ago. Since that time home 
office officials met with agents, general 
agents and members of the Million 
Dollar Agency Club, many of who con- 
tributed substantially to the development 
of this new Security Mutual service. 

The Compilator is designed primarily 
for use in a two-interview sale with 
properly qualified prospects. The first 
interview establishes the prospect’s mini- 
mum objectives. The second enables the 
agent to present the prospect with one 
or more solutions. The Compilator places 
the agent in command of the interview 
by controlling the topics and the se- 
quence of their presentation, and because 
it is a continuing service, a prospect 
becomes a client who looks upon the 
agent as his insurance counselor. 

One of the features of the Compilator 
is that it is a service and even though 
everyone surveyed will not be a buyer, 
the agent is building the confidence of 
his clientele and developing good will, 
which will lay the ground work for an 
accumulation of referred leads. 


Compilator Programming Kit 


The Compilator programming kit is 
made up of four basic parts: The Com- 
pilator book, which is the first interview 
sales presentation guide and has two 
sections: Motivating illustrations and a 
built-in sales track arranged to accom- 
modate a fact-finding survey sheet and 
a special chart section consisting of So- 
cial Security, National Service Life In- 


surance, and options of settlement. 

The Compilator survey sheets, made 
up in pads, are fact-finding sheets and 
serve the following purposes: To com- 
pile information necessary for the prep- 
aration of a program and to record in- 
formation for the agents’ permanent file. 

Compilator program sheets are five in- 
dividual sheets which are used in making 
up a complete program: 

Compilator I is a blank sheet that may 
be used for a typewritten introduction, 
explanations or the presentation of other 
data at the agent’s discretion. 

Compilator II is a calculation sheet en- 
titled “Your Present Values.” 

Compilator III is a graph sheet entitled 
“Your Present Status.” 

Compilator IV is a graph sheet en- 
titled “Your Proposed Program.” 

Compilator V is an analysis sheet, en- 
titled “Summary.” 

The Compilator Program Folder is an 
attractive folder used in presenting the 
completed program to the prospect in 
the second interview. 


Second Interview 


Preparing for the second interview, as- 
suming that a preliminary fact-finding 
Compilator interview has taken place, 
the survey sheet tells what the prospect 
already has and what he wants for his 
family. To work out the program, it is 
necessary to have a starting point to es- 
tablish how far the prospect’s present 
insurance, Social Security, etc., will go 
toward completing his objectives. After 
this information is calculated and com- 
piled on a program sheet, a graph is 
made which will point out just what the 
prospect’s present situation is. 

After the graph of “Your Present 
Status” has been completed, it is neces- 
sary to offer recommendations and sug- 
gested ways to arrange and coordinate 
his present insurance, Social Security, 
and proposed new insurance so that the 
prospect will achieve his objectives. This 
information is drawn in the form of a 
graph and an explanation of how these 
suggestions and recommendations are 


Sales Promotion Workshop 
Of LAA, Nov. 30 to Dec. 4 


The Life Advertisers Association has 
announced that its second sales promo- 
tion workshop will be held November 30 
through December 4 at the Hotel St. 
Moritz in New York City. Harvey Kes- 
model, Jr,, chairman, has indicated that 
the workshop will follow the pattern of 
its very successful predecessor. 

Manned by experienced life insurance 
personnel and by outstanding guest lec- 
turers from the related fields outside the 
industry, the workshop will deal with 
such subjects as “Working on Agent’s 
Suggestions,” “Selection of Sales Pro- 
motional Ideas,” “The Visualization and 
Dramatization of Sales Promotion,” 
“Copy Preparation,” etc. 

An outstanding executive in the life 
insurance business will address the group 
at the concluding luncheon session. 





arrived at may be recorded on another 
program sheet. 

The last sheet used in the Compilator 
second interview presentation is the 
summary sheet, which summarizes the 
prospect’s entire situation. 


Alternate Program 


Company officials point out that in 
many situations, a prospect will not buy 
the completed program, even though he 
implied ability to do so during the first 
interview. Consequently, an alternate 
program should be prepared that calls 
for a lesser premium, The alternate pro- 
gram should consist of more Term in 
the form of straight Term riders, or 
family income riders. Possibly, the al- 
ternate program will only complete a 
part of the prospect’s objectives. But 
in all cases, it should endeavor to provide 
monthly income during the critical years 
while the children are still growing up. 

Following the introduction of the Com- 
pilator to the group, and comments by 
Norman T. Carson, agency vice president 
and Bob Richards, superintendent of 
agencies, a hypothetical case incorporat- 
ing the use of the Compilator was illus- 
trated by Mr. Richards portraying the 
role of the agent and Gene Vanderbilt 
playing the part of the prospective 
buyer. Observing the presentation of the 
mechanics or the new plan was Frederick 
D. Russell, president of Security Mutual. 





We can multiply — your SALES, that is 



















away. 


Line up your present 
“problem prospects”— 
don't throw their cards 


Looked at from an 
Eastern Life stand- 
point, there may be a 
lot of “life” in those 
prospects yet. 
Contact one of our 
General Agents. 
Murray APRIL, 

Director of Agencies 


INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President 


“Eastern Life.. The Company that can Add to Your Future” 
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Equitable Society Pension Forums 


Vice Presidents N. E. Horlick, Ray M. Peterson, John M. 


Hines and Thomas A. Meaney, Director Group 
Annuities, Speakers at Sessions 


The Equitable Society recently con- 
ducted a new series of twelve pension 
forums in cities from coast to coast. 
Members of the panel were N. E. Hore- 
lick, second vice president, who acted 
as moderator; Ray M. Peterson, vice 
president and associate actuary; John 
M. Hines, second vice president; Thom- 
as A. Meaney, director Group annuities 
Participating locally were the depart- 
ment manager and local director of 
Group annuities. 

N. E. Horelick discussed Group life 
and disability benefits for retired em- 
ployes describing the various methods 
by which this may be done. “The 
method in general use,” said Mr. Hore- 
lick, “is to continue to provide insurance 
on ‘retired employes by continuing to 
pay Group term premiums. Two other 
methods outlined have been used to a 
limited extent. Of the methods of fund- 
ing the cost of pensioner’s insurance 
under a Group life insurance plan the 
one which appeals to us as the most 
practical and economical is the last. 
This method can be carried out by an 
amendment to the Group life policy 
which would create such a fund. The 
money paid by the company from time 
to time under this arrangement would 
be earmarked for the purpose of provid- 
ing insurance for retired employes. The 
arrangement itself would, of course, be 
subject to termination by the employer, 
but whatever money had been paid in 
would be used for the purpose for 
which the fund was created.” 

Mr. Horelick then ook up the subject 
of cost, saying: “From the various 
studies we have made we have begun 
to think along the lines that under a 
plan where amounts of insurance are 
based on earnings it may be expected 
that the cost of continuing the full 
amounts of insurance on pensioners will 
eventually exceed the cost for active 
employes.” 

Mortality Trends 


Ray M. Peterson dealt thoroughly 
with the subject of the impact of pres- 
ent and prospective mortality trends on 
private retirement plan problems, giv- 
ing the results of various studies and 
displaying a number of graphic charts. 

On the subject of the retirement age 
of the pension plan, Mr. Peterson made 
this comment: “If you have a plan with 
a fixed compulsory age and you wish 
to continue that principle, it is obvious 
that you can avoid increasing pension 
costs only by advancing the compulsory 
age. On the other hand if your plan 
has a flexible range of retirement ages, 
it would appear reasonable to expect 
that an increase in the average vitality 
of persons in their late sixties would 
result in an automatic advancement of 


the average retirement age. It might 
then be felt that any increase in cost 
due to increase in average longevity of 
pensioners would be offset by a de- 
crease in cost arising from such later 
average age of retirement. While I do 
not deny that there is a relationship, I 
don’t consider it automatic. I am sure 
you will recognize that there are other 
factors that will influence the age of 
retirement. An important one is the 
amount of the pension which, of course, 
could either encourage or discourage 
retirements. Another factor might well 
be general economic conditions and, in 
particular, the need for the older work- 
er in the company by which he is 
employed. L ooking ahead to the decade 
of the sixties, there will be quite an 
increase in the number of young people 
entering the wark force due to the large 
baby crop of the decade of the forties. 
What actual effect this may have no 
one can say but it will be a factor 
in the overall picture.” 


Recent Pension Trends 


John M. Hines discussed Group an- 
nuities vs. self-administered trusteed 
plans. One comment he made was: “I 
find financial officers in some companies 
who believe they can do a wonderful 
job with pension funds but they almost 
invariably share my skepticism as to 
the “psychological fortitude” which will 
be shown by the corporate trustee 
when the market crashes and every- 
body runs for cover, sensitive as they 
must be to any accusation of bad judg- 
ment. 

“T think you will agree that in the 
past we have out-performed the banks. 
Relying on common stocks, they have 
out-promised us. Whether the promise 
will be realized with sufficient real gain 
to warrant the risk and management 
headaches depends on your tempera- 
ment. A pension plan should be as 
free of risk as possible and the respon- 
sibility for money-management and 
mortality risk in pensions is something 
you are glad to turn over to an insur- 
ance company.” 

Thomas A. Meaney, 
trends in retirement plan provisions, 
said that the most important recent 
developments in pension practice emerge 
from collective bargaining and inflation. 
The “union pattern” plan has the fol- 
lowing common items: All employes 
are covered without waiting period with 
minimum service requirement; no fixed 
retirement date; early retirement per- 
mitted in total and permanent disabil- 
ity; no employe contributions; no vest- 
ing (at least not yet); a flat benefit 
of $100 or $125 including Social Security 
(except in steel and rubber industry) 
assuming completion of 25 or 30 years 


discussing recent 
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Mutual Benefit First-Year Leaders 


Forty-three first-year agents—a record 
number—will attend the 1953 Squab Club 
meeting of Mutual Benefit Life, to be 
held November 4-6 at the St. Moritz 
Hotel in New York and at the home 
office in Newark. The Cincinnati agency, 
headed by General Agent William T. 
Earls, CLU, has qualified more agents 
for the meeting than any agency in the 
history of the Squab Club. 

Director of Field Training H. 
Palmer will welcome the group to the 
Thursday 
followed by a 
“Prospecting 
to the 


Douglas 


session on 
will be 
discussion on 
Assistant 


opening business 
morning, 
round table 
in 1954,” conducted by 
Director of Field Supervision Robert H. 
Management Training Super- 
Smith will lead a dis- 


which 


Stevens. 
visor H. Preston 
cussion on the life 
businessman, pointing out 
tivities of an agent can be compared to 
the operation of any business. Director 
of Sales Services Gordon Hull and As- 
sistant to the Director of Sales Services 


underwriter as a 
how the ac- 


Thomas J. Sexton will conduct a discus- 





service. Some unions prefer a benefit 
independent of Social Security. 

“More plans are being to measure 
benefits in terms of average pay re- 
ceived in the last 5 or 10 years of 
employment,” said Mr. Meaney. This 
is a desirable objective from the stand- 
point of benefits, but quite risky from 
the standpoint of One interesting 
development in pension planning today 
is the increasing use of deposit adminis- 
tration contracts. This type of arrange- 
ment is particularly adaptable to any 
situation where the amount of an em- 
ploye’s pension cannot be determined 
until he retires.” 


costs. 


sion on the company’s sales aids, empha- 
sizing how the proper use of direct mail 
can help in prospecting. The fourth 
round table meeting will be led by Di- 
rector of Field Supervision Stuart A, 
Monroe and it will deal with 
markets for life insurance. 

An outstanding member of last year’s 
Squab Club, William A. Pitts- 
burgh, will return to describe his experi- 
ences in his second year in the field. 
Bruce Palmer will wind 
dis- 


today’s 


Ewing, 


President H. 


up the day’s business session by 


cussing the importance of the Squab 
Club members to the company and fore- 
casting their future in the life insurance 
business. 

At the banquet on Thursday evening, 
Second Vice President and Director of 
Agencies Charles G. Heitzeberg, CLU, 
will act as toastmaster, introducing Gen- 
eral Agent Earls who will encourage the 
Squabs to set their sights on the Million 
Dollar Round Table. Plaques will be 
presented to Philip Goldberg, New York- 
Nashem, as club earnings leader; to 
Frederick D. Blanch, Jr., Minneapolis, 
as lives leader, and to Carl E. Litton, 
Memphis, volume leader. Diplomas also 
will be awarded to club members. 

On Friday, the group will travel to 
the home office where two outstanding 
Squabs, H. Robert Knapp, Jr., Grand 
Rapids, and Philip Goldberg, will speak. 
Mr. Knapp will describe his experiences 
during his first year in the business and 
Mr. Goldberg will describe how he be- 
came club earnings leader. 

Squabs will meet with company ex- 
ecutive officers at a luncheon to hear 
a talk by Vice President Richard E. 
Pille. After the luncheon, the agents will 
be taken on a tour of the building by 
Director of Policyowner Services Mil- 
dred F. Stone, CLU , and Miss Malvine 
Mills of the agency department. 





--e-and records show that, throughout the 
length and breadth of the nation, there 


are few communities indeed without a 


policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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KENNETH L. ANDERSON RESIGNS 






Was Vice President and Manager of 
Agencies, Union-Mutual Life; For- 
merly With LIAMA 
Kenneth L. Anderson, vice president 
and manager of agencies, Union Mutual 

Life, has resigned. 

Mr. Anderson, who was senior con- 
sultant with the Life Insurance Agency 
Management Association prior to his 
Union Mutual appointment, entered the 
life insurance business in 1935 with the 
New York City agency of the Provident 
Mutual, later serving as supervisor and 
assistant general agent until. he joined 
the LIAMA in 1949, 

Well known as a speaker on life 
insurance subjects, Mr. Anderson has 
addressed groups in many cities. With 
the LIAMA he was staff representative 
on the large companies committee and 
on the institutional advisory council on 
life underwriter education and training. 
He is the author of the association’s 
booklets, “Help Yourself” and “It’s Your 
Business,” and editor of “This I Believe” 
and “The New Chassis Plan.” A member 
of the editorial committee of “Manager’s 
Handbook,” he was also a member of 
the teaching staff of the schools in 
agency management. 


































Joseph W. Hughes Dies 


Two deaths this month in the Pan- 
rg aaa Life organization were those 

f Joseph W. Hughes, vice president and 
pe Shc * and Allen Hamilton Vories 
member of the board of directors. 

Mr. Hughes, who had gone to Memo- 
rial Hospital, New York City, for treat- 
ment died in the hospital. An authority 


: ‘ 3 ‘ on life insurance accounting he was 
Front Row: L. Hayes Tate, Jacksonville; Elmer A. Timm, San Francisco; Harry H. Kimball, Manchester; Herman Glucoft, author of a manual on the application of 


Newark (Jannuzi); Cash D. Bond, Jr., Detroit; Robert E. Achuff, Philadelphia (Flanagan); Wm. A. Farish, Buffalo; Luther — },,;<j,ess machines to life insurance com- 
R. Hocker, Philadelphia (Flanagan); George Turner, Home Office. pany calculation and also assisted joint 

° e . “We . v 4 ane society committee in caiculat- 

2nd Row: Hans Guenther, Home Office; John H. Swope, Philadelphia (Pierce); James W. Williams, Wilmington; Richard S. jyo mortality tables now used by most 
Walter, Washington, D. C.; Paul Wechsler, Jr., Philadelphia (Flanagan); Harold L. Franklin, Tampa; George P. Duance, Jr., 9 jysurance companies. At time of his 
Richmond; Lawrence P. Eldridge, Camden. death he was president of New Orleans 

Machine Accounting Association. Be- 


3rd Row: Donald Walters, Home Office; Wm. L. Newman, Chicago (Butler); Glenn A. Whittle, Miami; Sam H. Goodrich, fore going with Pan American Mr. 















































Tampa; Alexander J. Takach, Philadelphia; Richard G. M. Wescott, Richmond; E. Walter May, Poughkeepsie. Hughes was with Security Mutual of 
5 New York. Mr. Vories was president of 
Back Row: Elsie Ullrich, W. M. Churchman, Jr., C. L. Pontius, G. A, Stearns, L. J. Doolin, and Vories Baking Co. 


C. T. Feddeman, all of the Home Office. 


Pictured above with members of the Agency Department staff of the home office, are the 21 Fidelity Mutual agents who National Life Opens 
attended the company’s recent fall Seminar for new men at the home office in Philadelphia. New Office in Tucson 

The Phoenix general agency of Na- 
tional Life of Vermont, has expanded 
its business in Arizona with the opening 
in Tucson of a district office for South- 
ern Arizona. 

John R. Stilb, associate general agent 
is in charge of the new office. His asso- 
‘ F f ; SS ae ee itl : ciates are Carlos G. Touche and John W. 
Caan: Peeeee sé Cantons OO 2 rene tee ScessiOn wih Continues 4% Interest Johnson, 
Horace R. Smith, CLU, superintendent Directors of Jefferson Standard Life. _ The formal opening was held in the 
of agencies, Connecticut Mutual, the Brae ere ; ite ae a i aaa Santa Rita Hotel in Tucson, October 17. 
: eaenner) ee ssi pecene) Mr. Stilb and his associates welcomed 
at the home office in Greensboro, N. C., guests from the city’s leading business 
: voted to continue payment in 1954 of and professional men. General Agent 
and administrative problems of the 4% ; Ed. L. Grosse, Jr.. CLU, of National 


The aim of the seminar was to help them become more thoroughly acquainted with their company and to enlarge their 
concept of life underwriting. The program included informal discussions of such topics as field underwriting, issuance of poli- 
cies, prospecting, programming, single-need selling, direct mail, quality business, the use of optional modes of settlement, 
and handling claims. 





A major event of the Life Insurance 
Agency Management Association’s an- : ; Tht . ; 
a Management ae : nee _ rs discussion leader. This session will con- 
nuz 2e x Xx 10nth wi ye the . ¢ . c 
: chine next month w pe cern itself with the field, personnel, 
trainer’s conference scheduled to follow 


the general sessions sinning Thurs- aoe Z : en interest on dividend accumulations soe : Lf 
e general Sess10ns, beginning urs training executive. Ample opportunity ee “ae die ikea é Life’s Phoenix office was on hand to 
day afternoon, November 12 at 2:00 for open discussion will be provided. and policy proceeds leit with the com-  ,reet guests. 
P.M. This special program for training Harold W. Gardiner, CLU, educa- pany by policyholders and beneficiaries. — : oe 
; P ; i tional director, Northwestern Mutual, ee Yona 's <a eee er aay 
executives of member companies will : , Ste! Jefferson Standard has never paid less 
will be moderator of the Friday morn- than 4% on these funds Ralph D. D P d 
be held in three sessions, Thursday  ; mei : : . ; a: 7 alp s rew Fromote 
e sess S; sda) ing conference which will be devoted to Cc Presid Howard Holder- 7 
oid 5 rer ‘ sae ompany Fresident owar¢ older Ralph D. Drew. who has been assistant 
afternoon, evening and Friday morning. agent training. This panel will consist yess. in his report summarizing opera- BG ser ee ecut least: ed Temes Titan 
© S + . - or Vy > anager, a E ~ < 1 i PS, 
Ward Phelps, CLU, director of field of: ibootyd C. Wr Mae CLU, second tions for the first nine months of the a Oklah ma City, has been eno rat 
‘ + ; - 2 > > > > > eg ° , ; . i : q ( s ) te 
relations, Mutual of New York, is + sic president and director of agencies year, told directors that volume of new 
ew 


: ; ; : England Mutual; John K. Luther, business paid for was $122,284,520, the and appointed manager of these same 
moderator of the opening discussion (CLU, field supervisor, Aetna Life; C. L. 1 : | ; ~ lines at Sioux City, Ia, it has been 
a i i ~ " ’ is argest volume of any nine- -month peri . red I he T le 3 
which will feature a panel on manage- McPherson, director of training, Mas- oq in the history of the company. He "nounced by the Trave = me. 
ite ae . aioe sik 35 ; on Sates r. Dre succceeds F I - 
ment training. Participants will be: sachusetts Mutual; H. Curtis Reed, announced that total insurance in force Mr. I aed succceeds Wil RE Mur 
Milton R. Hamilton, superintendent of superintendent, training, sales research ag of September 30 was $1,212,146,785 phy who was recently appointed mana- 
< aad ua 212,146,785. 


and promotion, Travelers; Lester 5S. Directors voted a quarterly dividend ger at the Travelers new branch office 













ire hone -etehae ne = ; wee mgev Roscoe, CLU, director of field training, of 20 cents per share payable November '" Lubbock, Texas. . 

Charles G. Heitzeberg, CLU, second Occidental of California, and J. Carlton 9 1655 tes stuctiiicthers of record Octo- Mr. Drew has been associated with 
vice president and director of agencies Smith, CLU, educational director, xe 2g 1953 : the Travelers since 1946 when he became 
Mutuz al Benefit; W. R. Jenkins, first Southwestern Life. acne an agent at Aberdeen, S. D. He was 
vice president, Northwestern National; These training conferences are being appointed a field supervisor in 1947 and 
Fred S. Sibley, vice president, Agency sponsored by the education and train- ELMIRA ASS’N PANEL assigned to Sioux City. In 1948, he was 
Department, Pacific Mutual; Leland C. ing committee of the LIAMA, headed A panel discussion on “Selling Life transferred to Des Moines in the same 
Tallman, vice president and assistant by Stanton G. Hale, vice president for Insurance” featured a meeting of the capacity. He was promoted and ap- 
manager of agencies, California-Western sales, Mutual of New York. The con- Elmira Life Underwriters Association pointed assistant manager there in 1950 
States Life, and Andrew H. Thomson, _ ference program has been planned by a_ recently. President Ray Leposke pre- and transferred to Oklahoma City in 1951. 
CLU, superintendent of agencies, New planning subcommittee under the chair- sided. Members of the panel were How- Mr. Drew is a veteran of four years 
York Life. manship of Horace R. Smith, CLU, ard Dailey, Bernard Trifoso, Robert service with the U. S. Army during 






The evening conference will take the Connecticut Mutual. Bowen and Frederick Carlson. World War II. 
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MORE LIFE INSURANCE PROS- 


PECTS THAN EVER 


That there is a tremendous untapped 
field for writing life insurance is one of 
by Donald B. 
Woodward, former vice president for re- 
search, Mutual Life of New York, and 
James J. Hubbard, research associate of 


the statements made 


that company, in an article in the Jour- 
nal of American Society of Chartered 
Life Underwriters. One statement made 
is that the number of persons needing 
insurance protection and having income 
to buy it probably has increased more 
rapidly than the population as women 
by the millions have left the home for a 
job. On the farm, the writers say, women 
work to add to real income. In the 
city existence her opportunities to in- 
crease the family income while remain- 
ing at home are severely restricted so 
she has gone out to earn money to en- 
hance the family income, and in millions 
of families is the chief support. Almost 
one job out of every three in the United 
States is now held by a woman. 


From the standpoint of the life insur- 
ance agent the number of prospects in 
his working area is renewed in a never- 
Messrs. Woodward and 
Hubbard say that over a period of a 


ending flow. 


few years there are far more new pros- 
pects than the total population at any 
given time, or the evidence of growth 
About 30 mil- 
lion people moved to a new residence in 


over time, would suggest. 


the year of the last census count, 1950- 
51. Reason for that is thus given: 

The movement of business, the free- 
dom to look for and find another job 
elsewhere, the opening up of new occu- 
pations and areas, the search for new 
satisfactions, and the ease of moving, 
combine to cause these restless, ener- 
getic and divinely dissatisfied people who 
are Americans to go from place to place, 
to expose themselves and their needs to 
many field underwriters in many places. 
Other factors entering in the large 
market for life insurance are the length- 
ening expectation of life of an increas- 
ingly urban population has prolonged 
the period for which payroll extension 
must be planned; migration of men as 
well as women from farm to city; and 
vast rise in income and commensurate 
rise in standard of living. 


INCREASE IN POSTAL RATES 

The proposal to increase second-class 
postal rates again, which will come be- 
fore the Congress in January, seems to 
ignore the fundamental reason for sec- 
ond class rates which is not to make a 
profit for the Government in this func- 
tion, but to perform a service to the 
public in the dissemination of. “intelli- 
gence” as an aid to education and com- 
merce. The important part taken by 
magazines and trade papers in the 
growth and development of this country 
since the special class of mail for periodi- 
cals was established in 1879 is incal- 
culable. 

As has often been stated in Cong:ess 
when periodical postal rates have been 
under consideration. the differential fa- 
vorable to this class of mail matter has 
remained permanently as a feature of 
the postal rate structure. In the early 
view of Congress at least, the published 
word was an instrument of education and 
invaluable in spreading knowledge con- 
develop- 
public 
The advantage 


cerning commerce, scientific 
ments including medicine and 
health, and other fields. 
to the public and to progress in this 
function is greater today than at any 
time in the past because of the vastly 
greater developments in all fields and 
their increased importance to the people 
generally. 

The magazines on their part have, 
over the years, rendered a tremendous 
public service in the dissemination of 
information in all fields. Often they have 
been instrumental in raising the stand- 
ards of living and increasing the earning 
power of Americans on all levels. This 
is apparent when one views the extent 
to which specialized magazines have 
grown in numbers and quality. 

The magazines are too important as a 
force in the progress and enlightenment 
of the people for the Government to lead 
them further with handicapping costs 
when it has been traditional policy to 
aid their distribution. 

M. L. Camps, general agent of the 
John Hancock Mutual Life at 110 East 
42nd Street, New York, was reelected 
president of the Westchester Country 
Club at Rye, N. Y., at its recent annual 
meeting. This is the 25th anniversary 
year of this club, one of the largest 
in the country, and Mr. Camps is the 
fifth president to serve. 


Bachrach 
WILSON C. JAINSEN 
Wilson C. Jainsen, president of Hart- 
ford Accident and Indemnity Co., and 
Mrs. Ann Morgan Brooks were mar- 
ried recently in Madison, Conn. Born 
in Durham, England, Mrs. Jainsen was 
a resident of Shakér Heights, Ohio, and 
spent the past summer in Madison, Conn. 
Mr. and Mrs. Jainsen are temporarily 
residing at 143 Woodland Street, Hart- 
ford. After January 1 they will make 
their home at 10 Northmoor Road, West 
Hartford. 


Louis W. Dawson, (R) Roger Hull 


Louis W. Dawson, president, Mutual 
Life of New York, celebrated his 25th 
anniversary with the company on Octo- 
ber 22. In accompanying cut he is shown 
with Roger Hull, executive vice presi- 
dent, who during the summer also cele- 
brated his 25th anniversary with Mutual 
Life. Mr. Dawson joined the company 
as assistant general counsel in 1936, two 
years later being advanced to vice presi- 
dent and general counsel and in 1941 
became a trustee. Early in 1949 he was 
appointed executive vice president. His 
election to the presidency was in March, 
1950. 


Holmes I. Mettee 
GC. 4 FITZPATRICK. 


Clarke J. Fitzpatrick, vice president 
and secretary, United States F. & G, 
and Mrs. Fitzpatrick, enjoyed thorough- 
ly a six-weeks’ trip abroad during the 
past summer. Visiting Ireland, Scotland 
and England, they spent a month in the 
Irish Free State and the six counties in 
the north of Ireland, then ten days each 
in Scotland and England. Mr. Fitzpat- 
rick was impressed by evidence of Irish 
enterprise in Dawson Street, Dublin, the 
center of its financial district. New 
companies have been established there, 
all of which he says, are operated by 
the Irish themselves and financed by 
Irish money. The trip both ways was 
made by air, via BOAC Airways, and the 
Fitzpatricks enjoyed the thrill of flying 
as much as they did their excursions 
to the countryside and into the cities 
of the countries visited. 

ee. Ope oe 


Lester M. Caldwell, assistant vice pres- 
ident in charge of automobile and casu- 
alty claims for the Pacific and Southern 
California claim departments of Fire- 
man’s Fund Group, will retire this week. 
Mr. Caldwell entered the insurance field 
in 1912 with the Travelers in Wiscon- 
sin, moving to Omaha where he was 
manager of all claims operations. He 
returned to the home office in 1916 as 
examiner and then assistant manager, 
going to San Francisco in 1922 to 
establish a Pacific Coast claims depart- 
ment. He resigned from the Travelers 
in 1929 and joined the Glens Falls Group 
as manager of their newly created cas- 
ualty department in San Francisco. He 
joined the Fireman’s Fund Group as as- 
sistant vice president of the Fireman’s 
Fund Indemnity when it was founded in 
1930. Charles R. Umland will succeed 
to the responsibilities of Mr. Caldwell 
in the management of the automobile 
and casualty Pacific claim department. 


ie. eek. 


John T. Even has been named execu- 
tive assistant in the special risks division 
of W. A. Alexander & Co., Chicago. He 
will provide specialized services to large 
industrial and mercantile organizations. 
Mr. Even is a fire protection engineer- 
ing graduate of Illinois Institute 0 
Technology. He is a member of the II- 
linois Bar and of the insurance law 
committee of the Chicago Bar Associa- 
tion. Mr. Even began his insurance ca- 
reer as an inspector for Chicago Board 
of Underwriters. He then joined the 
engineering and production department 
of National Fire at Chicago. 





eS ee aE ae 


~_—— ~~ eG Oe 


ayo 










cas- 


nent 

















Frederick Richardson Leaves General 
Accident’s Board 

In discussing the resignation from the 
General Accident’s board of directors of 
Frederick Richardson, former U.S. Man- 
ager, Chairman and Managing Director 
S. Norie-Miller said in the current issue 
of The General’s Review: 

“To the great regret of all his col- 
leagues, Frederick Richardson has re- 
signed his directorship for health rea- 
sons, Mr. Richardson, who was United 
States manager from 1915 to 1938, was 
elected to head office board in 1928. Nine 
years later he became deputy chairman 
and in 1944 succeeded the late Sir Fran- 
cis Norie-Miller as chairman. In 1949 
Mr. Richardson’s health compelled him 
to lighten his burdens and he gave up 
the chairmanship, whilst retaining his 
seat on the board. Mr. Richardson has 
always retained a keen interest in the 
United States and it has been a constant 
pleasure for him to play host at his 
house near Sherborne to visitors from 
across the Atlantic. 

“Our vast and flourishing business in 
the states will always be a monument 
to his great work there between the two 
world wars.’ 

In the same issue of The General’s 
Review, Chairman Norie-Miller made 
these comments relative to the visit to 
Great Britain of John H. Grady: 

“This historic occasion (the Corona- 
tion of Queen Elizabeth ITI) has nat- 
urally attracted to our country an un- 
usually large number of visitors from 
overseas, and we of the General Accident 
have been glad to welcome many friends 
and colleagues, too numerous to mention 
all individually. I must, however, make 
brief reference to the visit of John H. 
Grady, lately our attorney in the United 
States and now a member of our ad- 
visory council there, who was not only 
present at our Pall Mall office with other 
guests on Coronation Day but also at- 
tended our annual general meeting. At 
that meeting he paid a glowing tribute 
to his erstwhile chief, Frederick Richard- 
son, who has been compelled by reason 
of health to resign from the board of 
directors.” 

Apart from Sir Stanley Norie- Miller, 
the chairman and mz inaging director, the 
General Accident at its head office in 
Perth has two general managers. They 
are Alfred H. Pearson and C. W. R. 
Little. 

Mr. Pearson commenced his career 
with the Royal London in 1907 and 
transferred to the English Assurance 
soon after his return from World War I. 
The English, in which he was agency 
Manager, was amalgamated with the 
General Accident in 1923, and the follow- 
ing year he was transferred to Egypt 
where at Cairo he was manager for the 
Near East, branches and agencies being 
as far apart as Turkey, Greece, Syria, 
Palestine, the Sudan, Malta and Cyprus. 
In 1938 he was appointed general man- 
ager of Scottish General leaving that 
company in 1945 to become assistant 
general manager of the General. In 1949 
he was appointed general manager. 














C. W. R. Little is new in the post of 
general manager. Joining the London 
Assurance after World War I he came 
to the General Accident as fire super- 
intendent at Liverpool in 1926. After 
being assistant Liverpool manager he 
was appointed manager of the New 
Zealand branch which post he held for 
12 years. He returned to England in 1947 
as assistant manager and then became 
assistant general manager. 

The company has three assistant gen- 
eral managers at head office. They are 
Leslie Nye, W. A. Gallie and Patrick 
C. Hunter. Mr. Hunter is a well-known 
figure in the foreign department. 

* * * 


E. Herrick Low 

Herrick Low, first vice president of 
Corn Exchange Bank Trust Co., has 
been elected a director of Continental 
Insurance Co. Also, he is a director of 
Fidelity & Casualty, American Eagle and 
Home Life insurance companies; Ameri 
can Investment Co., Albert B. Ashforth, 
Inc., Union Trust Co., and Corn Ex- 
change Safe Deposit Co. 

This makes the hundredth year in 
which the Low family has been identified 
with companies of the America Fore In- 
surance Group. Abiel Lowe, a direct 
forebear of E. Herrick Low, was one 
of the original directors of the Conti 
ental on which board he served for 
nearly three decades. The late Ethelbert 
Ide Low, chairman of Home Life, was 
the father of E. Herrick and Francis H. 
Low, the latter now being assistant vice 
president of Home Life in charge of that 
company’s sales activities in Group Life 
insurance. Ethelbert Ide Low was a 
director of Niagara Fire for many years, 
later joining the board of the Conti- 
nental. The late Harold Herrick, grand- 
father of E. Herrick and Francis H. 
Low, was president of the Niagara Fire 
for many years. The Niagara is a mem- 
ber of the America Fore Insurance 
Group. Harold Herrick’s son, Newbold 
Herrick, senior partner of the New York 
insurance firm of Wey and Herrick, is 
also a director of the Niagara. 

The Low family is one of the most 
distinguished in Greater New York. For 
decades it was a principal factor in the 
China tea trade, some of its clippers go- 
ing to and from the Orient being among 
the fastest ships of the era. 

Most noted member of the family was 
the late Seth Low, who, after being 
mayor of Brooklyn, became Greater New 
York’s first mayor after Brooklyn be- 
came part of the metropolis. He was 
president of Columbia University and 
founded the Low Memorial Library of 
Columbia University. 

A fascinating biography of the Low 
family’s affiliation with the clipper re- 
gime was published in a book called 
“Tall Ships to Cathay.” The family 
owns one of the most noted collections 
of paintings of clipper ships. Approxi- 
mately 30 of these paintings are in this 
collection which is owned by Mrs. Ethel- 
bert Ide Low, her sons E. Herrick and 
Francis H. Low and her daughter, Mrs. 
Phillip Lynch. 
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Travelers Asks TV Channel 

The Travelers Insurance Co., applying 
for a television channel in Hartford, was 
opposed last week in Washington on the 
grounds that the laws of Connecticut 
and 17 other states forbid insurance 
companies’ engaging in any commercial 
enterprise. 

Since the Travelers has been operat- 
ing a Hartford radio station since 1929, 
Travelers told the Federal Communica- 
tions Commission that it felt there 
should be no question about a television 
station. 

The competing applicant for the TV 
channel, on the other hand, cited Section 
6171 and several other Connecticut stat- 
utes, forbidding ownership of any com- 
mercial enterprise by an insurance com- 
pany. New York also has such a law 
and Travelers does a huge percentage 
of its business in that state, said the 
competitor, Hartford Telecasting. 

Harttord Telecasting said that FCC 
approval of the Travelers TV application 
might therefore result in the company’s 
being put out of business to the detri- 
ment of its policyholders. 


* * * 


Supreme Court Bar Admission 

How does a lawyer meet the require- 
ments of qualification for practice before 
the United States Supreme Court? An- 
swer to this query is given in October 
issue of The Legal Aid Brief Case, pub- 
lished by the National Legal Aid Associ- 
ation which this week is having its 31st 
Washing- 
ton. These are the requirements: 

“Write to the Clerk of the Court 
for application forms; be careful to have 
them properly executed; and then re- 
turn them to the clerk of court prompt- 
ly. The required fee of $25 is payable 
at the time the admission is moved in 
open court. 

“On a Monday morning the applicants 
should appear in the clerk’s office at 
11:15 a.m. for some instructions prelimi- 
nary to the court ceremony at noontime. 
No formal dress is necessary. However, 
applicants usually wear dark-colored 
business suits. 

“Arrangements are made to have one 
or more members of the bar of the court 
make the usual motions for admission. 

“A minimum requirement is that ap- 
plicants must be members of the bar 
of their highest state court in order to 
qualify for admission. 

“Tust remember, then, to have the 
completed forms on file in the clerk’s 
office at least two weeks prior to the 
date when the motions for admission are 
to be made,” says Brief Case. 


annual legal aid conference in 





Stanley Withe Tells Deivecnainas 
Story 

Stanley F. 

cation department of the 


Withe, manager, public edu- 
Aetna Casu- 
alty & Surety, made an excellent impres- 
sion on the nation’s motor vehicle ad- 
ministrators when he addressed their 


2lst annual meeting last week at Rich- 


mond, Va. Mr. Withe spoke on the ex- 
perimental use of a new “behind-the- 
wheel” driver training device, known as 
the Aetna 
York City school system. He told the 
administrators that the first model of 
this device, now on loan to the New 
York Board of Education, consists of 15 
small cars, equipped with all standard 
controls, in which students are taught 
to drive by learning to meet a wide 
variety of traffic situations. These are 
shown on a motion picture at the front 
of the classroom. 

During the first term the drivotrainer 
was used last spring, Mr. Withe re- 
ported, awareness of pedes- 
trians and other drivers, sportsmanship, 
and road courtesy topped the list of the 
ways in which students said the device 
helped them to learn to drive a car 
safely. 

“More than twice as many students 
said that sportsmanship and courtesy 
were an outcome of drivotrainer instruc- 
tion rather than on-the-road training in 
real cars,” Mr. Withe declared. 

Approximately 90% of the students 
thought that driving with the drivo- 
trainer was like driving a real car, and 
said they would recommend the course to 
their classmates. As a result of this first 
experience, Mr. Withe said, “we know 
that in the drivotrainer there is a very 
real transfer of the skills and proper 
attitudes necessary to drive a real car 
safely. When drivotrainer students were 
taken out on the road, it was easy to 
spot the lessons they had learned in their 
classroom cars.” 

The administrators were advised that 
final proof of the drivotrainer’s merit 
will come from the scientific studies 
still being carried on by the bureau of 
educational research, New York Board 
of Education, but early indications are 
that the drivotrainer represents an effi- 
cient method of giving behind-the-wheel 
training that will be well within the 
reach of virtually every high school in 
the country. 


Drivotrainer, in the New 


alertness, 


* * * 


Harold D. Smith Dies 

Harold D. Smith, aged 59, special 
agent of the Glens Falls, died of a 
heart attack, October 18. He was a past 
president of the Ohio Fire Underwriters 
Association and is survived by his wife 
and one son. He was a member of 
Masonic bodies and the Shrine, as well 


as the Blue Goose. 
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Conick Retiring From 
Royal-Liverpool Group 


IS HONORED AT DINNER HERE 


General Manager Trustam From Home 
Office Praises Conick’s Work; Sir 
Alan Tod Presents Auto 


A testimonial dinner was held in 
honor of Harold C. Conick, chief execu- 
tive of the affiliated companies in the 
Royal-Liverpool Insurance Group, at 
the Hotel St. Regis in New York Mon- 
day night. The dinner, given by Sir 
Alan C. Tod, chairman of the head office 
Mr. Conick’s impending retirement 
board of directors, was occasioned by 
from his position with the group effec- 
tive as of the end of this vear.. Present 
at the dinner also were Sir John R. 
Hobhouse, deputy chairman, and Charles 
F. Trustam, general manager of the 
group’s worldwide operations. 

Also seated on the dais were the fol- 
lowing members of the New York 
finance committee: Benjamin Strong 
(chairman), Richard S. Perkins and 
John C. Traphagen (the two remaining 
members of the finance committee, 

Robert A. Lovett and William L. Kleitz, 
were unable to be present and sent 
their written greetings to the guest of 
honor). 


Clarke Smith Toastmaster 


Clarke Smith, United States manager 
of the companies, acted as toastmaster 
at the dinner which was attended by 
approximately 140 members of the 
group’s management and staff from all 
parts of the United States. Sir Alan, 
Sir John Hobhouse and Mr. Trustam 
journeyed from Liverpool to New York 
expressly to pay honor to Mr. Conick 
on this occasion. 

Mr. Trustam delivered the principal 
speech of the evening which was “In 
Appreciation of Harold Conick.” Mr. 
Trustam stated that the guests were 
assembled to honor “a man who is 
universally acclaimed as one of the out- 
standing personalities of the insurance 
world in our time” and he continued: 
“Some 30 years ago the Royal had a 
stroke of good fortune. Mr. Conick, 
after a distinguished army career and 
some earlier agency experience, decided 
to throw in his lot with us. For these 
30 years he has served us well and 
honorably. 

“But the Royal-Liverpool Insurance 
Group has not been to him merely a 
job—it has been almost his whole life: 
during business hours it has been his 
occupation; during leisure hours it has 
been his preoccupation. It has been the 
source of many of his joys and many 
of his trials. He has given the very 
essence of his being and if you suspect 
me of exaggerating I can only tell you 
that I have known him pretty inti- 
mately for twelve years and more, and 
I know what I am talking about.’ 


Trustam Commends Accomplishments 


Mr. Trustam went on to mention the 
various steps in Mr. Conick’s career 
and, concerning the many positions he 
has held, said: “Titles in themselves are 
no guarantee of achievement. Let us 
look back for a few moments and see 
what lies behind the title. The period 
since Mr. Conick became our executive 
head in this country has probably seen 
more change and progress than any 
corresponding period in our history in 
the United States. For example, during 
the years from 1944 to the present our 
premium volume has grown from $97,- 
000,000 to the impressive total of well 
over $200,000,000.” 

As to his accomplishments with re- 


spect to the Royal-Liverpool Insurance 
Group, Mr. Trustam had this to say: 
“Perhaps the most important achieve- 
ment of the past five years has been 
the supremely successful coordination 
of our fire and casualty operations. Our 
group has been turned into a closely 
knit multiple-line organization, compact 
and efficient, with staffs trained to han- 
dle both fire and casualty business and 
organized to cope in the most flexible 
way with whatever changes may come 
in the future—with whatever develop- 
ments the future may hold in the way 
of multiple-line insurance. That job of 
integration and coordination would it- 
self be a worthy monument to Mr. 
Conick’s regime.” 

Mr. Trustam expressed pride in the 
credit that had been reflected on the 
group as a result of Mr. Conick’s 
achievements and, as to his impending 
retirement, said: “You can retire from 
business but you can’t retire from 
friendships.” Mr. Trustam concluded 
by stating that the warm affection of 
all his many friends and associates 
would follow Mr. Conick after his re- 
tirement and the entire assemblage rose 
and drank a toast in Mr. Conick’s honor. 


Sir Alan Presents Cadillac 


Sir Alan Tod presented Mr. Conick 
with a gift from the head office board 
and management in the form of a 
Cadillac automobile which will be de- 
livered to him in Phoenix, Ariz., where 
he intends to spend his winters after 
the first of next year. On behalf of the 
New York finance committee, Mr. 
Strong presented Mr. Conick with an 
engraved silver tray bearing their fac- 
simile signatures. On behalf of the 
United States management and staff in 
attendance at the dinner, Mr. Smith 
presented him with a gold wristwatch, 
suitably engraved. 

Mr. Conick began his insurance ca- 
reer in Chicago with the Western Actu- 
arial Bureau and later was associated 
with Charles W. Sexton & Company in 
Minneapolis. Early during World War 
I he entered the United States Army as 
a second lieutenant and at the end of 
the war had risen to lieutenant colonel. 
In 1924 Mr. Conick joined the Chi- 
cago staff of the Royal and was later 
transferred to New York to take charge 
of the group’s newly-established general 
cover department. He was appointed 
an assistant United States manager in 
1934 and became United States manager 
in 1944. Two years later, Mr. Conick 
was appointed president of the domestic 
companies in the group and, upon the 
retirement of the late Harold Warner 
in January, 1948, he assumed the addi- 
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America Fore Advances 
Ten in Western Dept. 


FIVE BECOME SECRETARIES 


Four Appointed Assistant Secretaries; 
Brose Agency Superintendent; Brief 
Summaries of Careers 


Frank A. Christensen, president, 
America Fore Group of insurance com- 
panies, announces that at meetings of 
directors of the fire companies, the 
following official appointments were 
confirmed, all affecting Western depart- 
ment operations at Chicago which are 
under the general supervision of Vice 
President E. A. Henne: 

Herman P. Winter, Charley R. Wil- 
liams, William E. Machett, Raymond 
F. Jackson and Arthur Gabrielsen, here- 
tofore assistant secretaries, were ele- 
vated to secretaries. Edward W. Mc- 
Dowell, John K. Recktenwall, Emory 
E. Ross and Encil V. Sharp, heretofore 
occupying various agency supervising 
positions, were appointed assistant sec- 
retaries. 

Harry C. Brose, 
of the improved 


heretofore manager 
risk department at 
Chicago, has been appointed agency 
superintendent and will forthwith as- 
sume general underwriting duties in the 
Western department. 


Winter and Williams 


Born in Jamestown, Ind.., Mr. Winter 
attended the University of Illinois. Son 
of a former Indiana state agent of the 
Continental, he has served America 
Fore in various capacities for over 30 
years. 

Originally employed in the farm 
department in Chicago, he later trans- 
ferred to the field. In June 1947, he 
was named executive assistant to Vice 
President Henne, and appointed assist- 
ant secretary in January, 1948. 

Mr. Winter is past president of the 
Ohio Fire Underwriters Association 
and a Past Vice President of the Ohio 
Fire Prevention Association. 

A native of Yale, Mich., Mr. Williams, 
following World War I service, served 
as special agent for a western automo- 
bile insurance company. He joined the 
American Eagle in 1920 as manager of 
the automobile department in Chicago 
and continued in that capacity until 
1925. That vear he was named manager 
of automobile department of the West- 
ern department, and in 1927 was ap- 
pointed manager of the adjusting office. 

In 1942 he was appointed executive 
assistant to Vice President Henne and 
in February, 1948, appointed assistant 
secretary of the Western department. 

Matchett and Jackson 

William E. Matchett is a native of 
Pierceton, Ind. He graduated in 1928 
from Earlham College, Richmond, Ind., 
and took another graduate year at the 
University of Chicago. He did local 
agency work in Pierceton from 1920 to 
1924 and also per diem work for the 

(Continued on Pabe 26) 
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Great American Plan for 


Reorganization Approved 
The Great American announces that at 
a special meeting of stockholders on Oc- 
tober 23 proposals designed to accom- 
plish a reorganization of the Great 
American Group were approved by 89.8% 
of the stock. Stockholders of the Amerj- 
can Alliance also approved the merger 
of that company into the Great American 
as of December 31, 1953. Daniel R, 
Ackerman, chairman of the board, said 
it is expected directors of the company 
will be ready about November 10 to take 
necessary further action required to 
proceed with the reorganization. 


Inland Marine Definition 


Industry Committee Named 

D. D. Murphy, president, National 
Association of Insurance Commissioners, 
has named the following Industry Com- 
mittee on Interpretation of the Nation- 
wide Marine Definition: 

Fire insurance representatives: Chase 
M. Smith, American Manufacturers Mu- 
tual; Felix Hargrett, Home Insurance 
Company; Harry W. Miller, Commercial 
Union Group; J. C. Hullett, Hartford 
Fire. 

Casualty representatives: 
Marryott, Liberty Mutual; G. F. Michel- 
bacher, Great American Indemnity; 
Ellis H. Carson, National Surety Corp.; 
Charles J. Haugh, Travelers; Vestal 

Nat. Assn. of Independent 


Lemmon, 
Insurers. 

Marine representatives: D. F. Cox, Jr., 
Appleton & Cox, Inc.; E. J. Perrin, Jr, 
Automobile; M. M. Pease, North British 
& Mercantile; F. B. Tuttle, Atlantic Mu- 
tual; E. J. Raabe, Central Mutual. 

Commissioner A. C. Leslie, Pennsyl- 
vania, has called an organization meeting 
of this committee for Thursday, Novem- 
ber 12, at 2:00 p.m., Commodore Hotel, 
New York City. 


Franklin J, 


Ballou Production Manager 
For Phoenix-London Group 


W. F. Ballou has been appointed pro- 
duction manager for all companies of the 
Phoenix-London Group, according to an 
announcement by H. Lloyd Jones, United 
States manager. After ‘15 years of un- 
derw riting and field experience, Mr. Bal- 
lou, in 1944, joined the Phoenix Assur- 
ance and affiliated companies as special 
agent in the New England department. 
In 1950 he was appointed assistant mana- 
ger of the Chicago branch office, which 
position he will leave November 1, to as- 
sume his new duties in the head office at 
55 Fifth Avenue, New York. 


Clarence E. Cooper Dies 

Clarence E. Cooper, vice president of 
the New York insurance’ brokerage 
house of Davis, Dorland & Co., died 
Monday in Harkness Pavilion, Colum- 
bia-Presbyterian Medical Center i in New 
York City after an illness of six months. 
He resided in Maplewood, N. J. 

Mr. Cooper established his own in- 
surance brokerage, Clarence E. Cooper, 
Inc., in New York in 1920 and continued 
as president until joining Davis, Dor- 
land & Co. as vice president in 1943. 
He was a member of the graduate 
council of Princeton University, the 
Princeton Parents Committee, the Drug 
and Chemical Club of New York, 
Maplewood Country Club and Maple 
Lodge, F. & A. M., and a former mem- 
ber of the Signal’ Corps of the New 
York National Guard. 

Surviving are his widow, Mrs.. Hazel 
Pettit Cooper; two sons, Dr. Kent P. 
of Katonah, N. Y., and Dr. Stuart W. 
Cooper of Peekskill, and a grandchild. 


CHARLES S. SCHMIDT DIES 


Charles S. Schmidt, 70, treasurer of 
the Egbert F. Ashley Co., Rochester, 
N. Y., insurance firm, was injured fatally 
in an auto accident recently. 
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Seymour Warns of 
Socialistic Trends 


PUBLIC FAILS TO SEE DANGER 


Hazard Is Combination of Federal and 
State Governments Using Insurance 


and Subsidies, NAIA President Says 


Monopolistic state insurance funds and 
compulsory insurance are singled out as 
threats to the American Agency System 
by E. J. Seymour, Monroe, La., newly 
elected president of the National Asso- 
ciation of Insurance Agents. 

In his address to the annual conven- 
tion of the Arizona Association he 
pointed out that this socialistic trend 
is backed by powerful political groups 
in many areas. “The initial success the 
political groups are having with this 
movement,” he noted, “is an indication 
of how little the general public under- 
stands the danger of these socialistic 
movements to the well-being and vigor 
of our American economy.” 


No State Is Immune 


The agents’ leader emphasized that no 
state in the nation was immune from 
this attempt on the part of do-gooders 
“to change our dynamic industry into a 
creature of the state.” He cautioned the 
Arizona agents against believing they 
were isolated from events taking place 
in Washington but pointed out that this 
trend has been stopped at the national 
level for the moment. 

“The danger which is most diffiult to 
combat,” Mr. Seymour said, “is a com- 
bination of Federal and state govern- 
ments into the use of insurance tech- 
niques combined with subsidies.” He 
added that shortage of capacity to write 
certain insurable lines and inability to 
write certain other lines or risks is 
causing private insurance to play di- 
rectly into the hands of Government 
planners. 

The NAIA president urged strong and 
united organizations of agents as one 
way of keeping a checkrein on these 
efforts to do away with the agency sys- 
tem. In this connection, he referred to 
the recent NAIA convention held in the 
nation’s capital and to the fact that sev- 
eral top Government officials, who ap- 
peared on the program, confirmed the 
impression that “our long-range efforts 
to build respect and influence for you 
in Washington have been bearing fruit. 
Also, that the activities of your NAIA 
in W ashington in behalf of our industry 

and our profession are appreciated and 
increasingly effective.” 


MASS. INSTALLMENT HEARING 
Suggested outlawing of the installment 
premium plan in Massachusetts was con- 
sidered yesterday in Boston at a hearing 
by the Legislative Recess Commission. 
The Insurance Brokers Association of 
Massachusetts is one of the leading 
organizations against the installment 
premium plan. 


Maryland Agents Meet 
In Baltimore Nov. 4-5 


The Maryland Association of Insur- 
ance Agents is holding its annual con- 
vention on November 4-5 at the Lord 
Baltimore Hotel in Baltimore. Topics to 
be discussed include building an agency 
to meet tomorrow’s competition, how 
Ohio has solved the problem of con- 
trolled business writing, local boards and 
public relations and compulsory insur- 
ance versus unsatisfied claim and judg- 
ment fund laws. 

On the pubilc relations program Wil- 
liam J. Graul of the Stimmel A. Graul 
Agency, Allentown, Pa. will be the 
speaker. Mr. Graul is an authority on 
all lines of agency association activities, 
but has specialized in local board public 
relations. He is a director of the Penn- 
sylvania Association, chairman of its fire 
prevention committee and a past presi- 
dent of the Lehigh Association, a_local 
board having 52 member agencies. He is 
a member of the fire safety awards com- 
mittee of the National Association. 


Bohlinger Warns Brokers 


On Need to Renew Licenses 

Superintendent of Insurance Alfred J. 

3ohlinger of New York has issued a 
warning to insurance brokers reminding 
them they cannot place business after 
October 31 if they fail to file their license 
renewal applications by that date. 

Mr. Bohlinger called the brokers’ at- 
tention to Section 111 of the State In- 
surance Law which provides that a brok- 
er shall be guilty of a misdemeanor if 
he continues to do business without a 
license. He also pointed out that renewal 
applications have been mailed to all 
licensed brokers and that they will be 
without authority to act as a broker if 
they fail to return the application by 
the end of this month. 


ALBANY WOMEN MEET 

The Insurance Women of Albany, 
N. Y., held its twelfth birthday dinner 
in Jack’s Restaurant on October 22. 
Guest speaker was John F. Wyld, busi- 
ness consultant, New York State De- 
partment of Commerce, whose topic was, 
“The place of the insurance industry in 
the business world today.” Several new 
members were installed during the eve- 
ning. The Albany. club is a charter mem- 
ber of the Federation of New York In- 
surance Women’s Clubs. 


HEAR LOUISE MERNA 

At a dinner of the Auburn, N. Y., Pro- 
fessional Women’s Club, held on October 
21, Louise Merna, a member of the Au- 
burn Insurance Women’s Association 
and former publicity chairman of the 
Federation of New York Insurance 
Women’s Clubs, was guest speaker. Mrs. 
Merna gave a showing of America 
Fore’s sound color film “Peace of Mind,” 
the story of insurance. 


New Orleans Store Cites Unjust 
Claims Adding to Grocery Bills 


relations article 
on insurance was published recently as 


An excellent public 
part of a full-page advertisement by a 
combination grocery, 
New 


which operates two stores there on its 


meat and general 


store in Orleans. Schwegmann’s, 


own, devoted more than a quarter of its 
space in full page ads on 
meats, etc., in the “Times-Picayune” and 
other daily newspapers to the subject 
of “Unjust Insurance Claims Increase 
Your Grocery Bill.” 

Stating that “we are constantly try- 
ing to lower the cost of doing business 
so that our customers may buy at lower 
prices” Schwegmann’s advertisement 
cited many efforts to hold stores liable 
for accidents for which those injured 
were plainly to blame themselves. 

The store points out that “some peo- 
ple think that an insurance company 
is a mythical corporation endowed with 
unlimited funds just ready to shell out 
to anybody, whether their claims are 
fair or unfair. They do not stop to think 


groceries, 


that insurance money is money from 
other individuals, perhaps themselves, 
that is being recklessly paid out, and 
does not come out of the pockets of the 
insurance company. 

tach year business houses and indi- 
viduals are plagued by thousands - of 
claims due to the negligence or careless- 
ness of the individual and no one else, 
and each of these unjust claims gives 
birth to additional claims by those who 
seek to profit at the expense of the 
public. Much too often these ‘accidents’ 
are suffered by professionals who make 


a living from them.*** In these days 
when there are so many people ready 
to sue we pay tribute to the great 


majority of honest people who have no 
such mercenary designs.” 

_ The advertisement then goes on to list 
instances in which injuries occur in 
stores through carelessness of children 
and others and where the attempt is 
made unjustly to hold the store owner 
liable. All of which adds to the cost 
of insurance and of the products sold 
the store points out. 





Educational Courses for 
Women’s National Assn. 


At the mid-year executive board meet- 
ing of National Association of Insurance 
Women held at the Palmer House, Chi- 
cago, on October 10 and 11, it was an- 
nounced that courses in two different 
phases of insurance had been prepared 
by the educational advisory committee 
and would be made available to all mem- 
ber clubs. 

President Edna Mae Gay presented 
to the executive board a plan for income 
insurance (health and accident) being 
made possible for the membership of 
NAIW by Mark Bradford, Jr., of Nash- 
ville, Tenn., through the Continental 
Casualty of Chicago. The board recom- 
mended its adoption. 

Clubs of National Association of In- 
surance Women in the cities bordering 
Canada have been requested to invite 
the insurance women from neighboring 
cities to attend regional conventions to 
be held in the spring of 1954 in an 
effort to stimulate good will and promote 
interest in the possible founding of clubs 
in Canada. 


Dutch Insurer Licensed 

The Canadian Department of Insur- 
ance, Ottawa, has issued a certificate to 
New Rotterdam Insurance Co., Ltd., of 
Rotterdam, The Netherlands, to carry 
on various classes of insurance in Can- 
ada, including fire, civil commotion, 
earthquake, water damage, etc., with 
W. H. Bell of Montreal, Que., being 
the chief agent in Canada. 


W. R. Prescott, Hartford 
Southern Mgr., Dies at 86 


W. R. Prescott, manager of the South- 
ern department of the Hartford Fire, 
died October 26 after a long illness. He 
was 86 years of age and had been inac- 
tive for a number of years. He was 
associated with the Hartford for 53 years, 
but had been in the insurance business 
since he was a school boy of 13. He 
became special agent for the Hartford 
in 1889 traveling at varying periods in 
every Southern state. 

In 1906 Mr. Prescott became a member 
of the firm of Egleston & Prescott, gen- 
eral agents of the Hartford under whom 
the company’s Southern department was 
established three years later. He became 


general agent in 1916, his title being 
changed in 1939 to manager. 
Mr. Prescott leaves two sons, T. S. 


Prescott, assistant manager of the Hart- 
ford Fire’s Southern department, and 
W. R. Prescott, IJr., special agent in 
western North Carolina. 


O’Brien London Special 

The London Assurance and Manhattan 
Fire and Marine announce appointment 
of Frank J. O’Brien as special agent in 
the suburban New York field. He will 
be associated with State Agent Charles 
Penna. 

After attending New York University, 
Mr. O’Brien entered insurance in 1932. 
With the exception of three years in the 
Army, he has been engaged in the busi- 
ness for 21 years. 
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Women’s Federation 
In Midyear Session 


PRESIDENT JAFFE PRESIDES 


Insurance Women of Albany Hosts to 
Gathering; Compulsory Insurance 
Discussed; Committee Named 


By Marcaret E. Kane 

The eleventh annual midyear meeting 
of the Federation of New York Insur- 
ance Women’s Clubs took place in the 
Dewitt Clinton Hotel, Albany, N. Y. 
Mildred Sorenson, president of the In- 
surance Women of Albany, and her 
committee, worked effectively to see 
that no detail was overlooked to make a 
smoothly running program. Hannah R. 
W. Jaffe, president of the Federation, 
was in charge of all executive 

Following the usual procedure, the 
Friday evening meeting was given over 
to an informal general discussion of the 
entire agenda. The first plenary session 
opened on Saturday morning with an 
address of welcome by President Soren- 
son, on behalf of the Albany Women 
who were the hostess club. This was fol- 
lowed by the formal installation by the 
federation vice president, Irene Dickin- 
son, of two officers who previously had 
been installed by proxy—Sophia Putas, 
Buffalo, as recording secretary, and Ruth 
Schuc k, Auburn, board member. 


Compulsory Insurance 


sessions. 


There was much discussion during one 
session of a contemplated insurance pro- 
gram designated to be put forth in lieu 
of compulsory athaesabile insurance. 


. 
\ 
v 


MILDRED SORENSON 


Since there appeared to be a paucity of 
correct information regarding the details 
of this proposed program, it was de- 
cided to table the matter until such time 
as sufficient data was on hand to make 
possible an intellis pas study. 

A memorial to Catharine V. Dwyer, 
recently deceased, was ordered spread on 
the minutes of the meeting and a copy 
sent to ther family. Miss Dwyer was the 
first treasurer of the federation and she 
also did outstanding work during her 
term of office as chairman of legislation. 

President Jaffe appointed the follow- 
ing to function until the next annual 
sancti Marie Wehner, Poughkeepsie, 
nominating committee; Julia Hogan, 
Schenectady, resolutions; Mabel Van- 
derlinder and Edna Parent, both of Her- 
kimer County, auditors. As its theme 
for operation during the coming year 
the federation adopted, “Inspire Confi- 
dence Through Knowledge.” 

Banquet Held 

sessions closed with a banquet 
hotel’s south room. Joan Welch, 
Albany Women, sang 
This part of the pro- 
exhibition of 


“The 
in the 
a member of the 
several selections. 
gram was closed by an 


HANNAH W. JAFFE 


Five members of the 
models. Rose 
the club, 


fashions in furs? 
Albany club acted as 
Blase, a former president of 
moderator. 

Approximately one hundred officers, 
including five past presidents, and dele- 
gates were in attendance as representa- 
tives of the 18 clubs comprising the Fed- 
eration which currently is served by the 
following officers: P resident, Hannah R. 
W. Jaffee; vice president, Irene Dickin- 
recording secretary, Sophia Putas; 
secretary, Louie Mulli- 
Helen Cook; ex-officio, 
executive board, Ruth 
Peggy Seymour, 


son, 
corresponding 
gan; treasurer, 
Gladys Putnam; 
Schuck, Rose Sasso, 
Helen Morey. 

The federation will hold its next an- 
nual meeting in Auburn, N. Y., on April 

24 and 25, 1954. 


Entertain Utica Women 
The Herkimer County Insurance Wom- 
en’s Club entertained the Insurance 
Women of Utica at a get-together in 
Frankfort, N. Y., on Thursday evening, 
October 22. Shirley Doucet of the Utica 
club, who has just returned from a 
summer abroad, gave a resume of her 
experiences in the places she visited. 
30th clubs are members of the Fed- 
eration of New York Insurance Women’s 
Clubs. 


KANSAS FIRE LOSSES 

Kansas fire losses for August as re- 
leased by the State Fire Marshal De- 
partment reached a new high for the 
year except for February, of $851,576 
from 219 fires reported from 44 of the 
105 counties. Last August totals had 
been $212,853. 


United Nations Week 
Honored by AIU Display 


In recognition of United Nations 
Week, American International Under- 
writers has arranged a colorful salute 
to UN. The display windows of the 
American International Building, front- 
ing on Maiden Lane, Pearl Street and 
Cedar Street in downtown New York, 
have been decorated with flags of 60 
nations and of United Nations. 

Featured in the display are continuous 
motion pictures and enlarged photo- 
graphs telling the story of UN at work. 
UN countries have been marked off on 
large world maps by tiny UN flags, 
while flags bearing the AIU trade mark 
illustrate locations of American Interna- 
tional offices or agents within those 
countries. American International insur- 
ance groups operate throughout the 
world. 


New York Fire Losses Rise 


The committee on losses and adjust- 
ments of the New York Board of Fire 
Underwriters was assigned 668 incurred 
losses for $2,087,672 in September, com- 
pared with 1,280 losses for $1,890,840 in 
the same month of 1952. With the drop 
of 48% in number of losses there was an 
over of 10% in amount involved. Of the 
losses this year 317 were fire and 343 ex- 
tended coverage. A year ago there were 
244 fire losses and 1,033 extended cov- 
erage claims. 

For the first nine months of this year 
the incurred losses number 7,068 for 
$15,526,547 against 8,582 losses for $19,- 
100,980 in the same period last year, 
Secretary E. C. Niver reports. "This 
shows a decrease in number of losses 
of 17.6% and in amount of 18.7%. 


ORANGE COUNTY WOMEN MEET 
The Insurance Women of Orange 
County, N. Y., held its October meeting 
in Middle Hope. Peggy Seymour, presi- 
dent, conducted the meeting during 
which one new member was admitted. 
The evening’s program was arranged by 
Doris McCaw and Vivian Clark. The 
November meeting will be held in Mid- 
dletown with Florence Conklyn and 
Marguerite Carmody in charge of ar- 
rangements. The Orange County group 
is a member of the Federation of New 
York Insurance Women’s Clubs. 


BALENSIEFER ADVANCED 

Advancement of R. H. Balenseifer 
from chief engineer to assistant secre- 
tary of the St. Paul Fire and Marine, 
Mercury and Saint Paul- Mercury In- 
demnity has been announced. Mr. Bal- 
enseifer holds a ‘B.S. degree in indus- 
trial engineering and has been with the 
Saint Paul Companies since 1946. He 
will continue in charge of the engineer- 
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Chase Reelected Head 
Of Rhode Island Agents 


Howard R,. Chase, Jr., and Robert S. 
Preston, prominent local agents of 
Providence, R. I., were reelected presi- 
dent and state national director, respec- 
tively, of the Rhode Island Association 
of Insurance Agents at the recent annual 
meeting. Fred C. Clarke and John F. 
Kirby continue as vice presidents and 
George C. Hughes, executive secretary- 
treasurer, begins his fifth year in that 
post, 

The convention approved a resolution 
opposing direct solicitation of bonds. Mr. 
Preston indicated that some large com- 
pany groups are considering issuance of 
continuous policies, with customers billed 
direct twice a year, with the agent col- 
lecting premiums on a reduced commis- 
sion basis. Carleton I. Fisher, past presi- 
dent and national director, was presented 
with a scroll in appreciation of his work 
for agents during the legislative session. 


New Gross Earnings 


BI Form on West Coast 


A new “gross earnings” form of busi- 
ness interruption insurance may now be 
used for non-manufacturing risks in 
some Pacific Coast and Far West terri- 
tories. Rules on the coverage, effective 
October 19, were contained in a manual 
supplement issued to member and _ sub- 
scriber companies and producers of the 
Pacific Fire Rating Bureau by A. W. 
Gilbert, general manager of the bureau. 

The rules apply to business written 
in Alaska, Arizona, California, Montana, 
Nevada and Utah. According to the bu- 
reau, this new short, simplified business 
interruption coverage differs from other 
BI forms in two important ways. First, 
it does not contain a “contribution 
clause.” Second, it limits the company’s 
liability to 331/3% of the specified 
amount of insurance for any one period 
of 30 consecutive days. 


Manhattan F. & M. General 
Agents for West Virginia 


The Manhattan Fire and Marine has 
appointed Calley and Clark Company 
general agents for West Virginia for 
fire and allied lines. Officers of Calley 
and Clark Company are Francis D. 
Calley, president; Van Dyck Clark, vice 
president and treasurer; A. F. Marshall, 
Jr., vice president and assistant treas- 
urer, and Alyse T. Knight, secretary. 

He: xdquarte rs are located at 916 West 
Virginia Building, Huntington, W. Va. 


N. J. Communities Adopt 


Fire Prevention Codes 


Four more New Jersey municipalities 
have adopted model regulations aimed 
at reducing fire toll, the New Jersey 
Association of Insurance Agents reveals. 

Moorestown in Burlington County 1s 
the latest to adopt the fire prevention 
code prepared by the National Board of 
Fire Underwriters, while East Paterson 
passed the suggested fire prevention 
ordinance. The national building code 
has been accepted by Hightstown and 
East Windsor Township. 
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Chairman North Carolina 
Fire Ins. Rating Bureau 




















JOSEPH A. CARRUTH 


J. A. Carruth of New York, vice presi- 
dent of Home Insurance Co., is the new 
chairman of the governing board of the 
North Carolina Fire Insurance Rating 
3ureau. B. F. Weaver of New York, 
assistant U. S. manager of the Royal 
Liverpool Group, has been named vice 
chairman, 

New members elected to the govern- 
ing board are the Home, Security of 
New Haven, American Manufacturers 
Mutual of Chicago and Automobile of 
Hartford. 

New members of the executive com- 
mittee are Harold Pugh of Greensboro, 
representing American Insurance Co.: 
Jamie Barnes of Charlotte, representing 
Northwestern Mutual Fire; William 
Ward of Greensboro, representing North 
British and Mercantile, and C. D. Arthur 
of Rz ae representing Great American. 
P. L. Carlton of Charlotte was elected 
chairman of the committee, and Mr. 
Pugh, vice chairman. 

The governing board reelected W. S. 
3izzell as manager of the bureau; John 
H. Hutchins and Charles E. Hibbard as 
assistant managers, and William T. 
Joyne as general counsel. 


Mrs. Hosey Dies Suddenly 


Frances J. Hosey, age 60, chief tele- 
phone operator at the home office of the 
North British Group, 150 William Street, 
New York, suffered a stroke Friday 
morning, October 16, about 9 o’clock as 
she alighted from the building elevator 
on the second floor where the group’s 
telephone room is located. She was taken 
at once to the Beekman-Downtown Hos- 
pital, where she died within the hour. 

Mrs. Hosey had been employed as 
telephone operator for more than 31 
years, and in 1947 was inducted as a 
member of the “Norbrit Guards,” the 
group’s 25-year service association. She 
is survived by three sisters, a daughter, 
a grandson and son-in-law. Mrs. Hosey’s 
home is in Brooklyn. 


LOUIS E. MORIN DIES 
Louis E, Morin, assistant superintend- 
ent of La Compagnie Mutuelle d’Immeu- 
bles, Montreal, Quebec, died October 13, 
at his home there. He entered the serv- 
ice of the insurance company in 193 
after being in the advertising business. 


EMERSON PHOENIX SPECIAL 
The Phoenix-Connecticut Group an- 
nounces appointment of Gordon Emer- 
son to special agent in Minnesota. He 
will be associated with State Agent T. 
A. Valine, Jr., and Special Agent Donald 
. Drogue in Minneapolis. 





North America Elects 
Stengel Asst. Secy.-Treas. 


Directors of the Insurance Co. of 
North America have elected Geoffrey 
Stengel assistant secretary - assistant 
treasurer. Mr. Stengel, who is a native 
of Philadelphia, was graduated from 
Princeton University in 1937. He re- 
ceived his law degree from the Univer- 
sity of Pennsylvania in 1940. He is a 
member of the Philadelphia and Penn- 
sylvania State Bar Associations. 


During World War II, Mr. eee 
served as a lieutenant in the U. . Navy 
in America, Mediterranean, Paciic and 





September Losses Up 16.4% 


Estimated fire losses in the United 
States during September amounted to 
$68,613,000, it has been reported by the 
National Board of Fire Underweiters. 

According to Lewis A. Vincent, 





Philippine Theatres. Prior to joining the 
North America, Mr. Stengel was asso- 
ciated with the law firm of Norris, Lex, 
Hart & Eldredge of Philadelphia. He 
also served as regional attorney of the 
National Production Authority in Penn- 
sylvania and Delaware while on a leave 
of absence from the firm. 








NBFU’s general manager, this loss rep- 
resents an increase of 16.4% over losses 

$58,949,000 reported for September, 
1952, and a decrease of 36.3% from losses 
of $107,713,000 for August (1953), which 
included one exceptional large loss and 
therefore is not considered to be a basis 
for comparison, 

Losses for the first nine months of 
1953 now total $683,345,000, an increase 
of 17.5% over the first nine months of 
1952, when they amounted to $581,739,- 
000. These estimated losses include an 
allowance for uninsured and unreported 
losses, 
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Ray Murphy Receives General Brokers’ 
Award For Service At Annual Dinner 


600 Guests at New York Affair Hear Henry S. Moser Give 
Case Against Compulscry Auto Cover, Praise All 
Industry Voluntary Plan; Conway Toastmaster 


At the 28th annual dinner of the Gen- 
eral Insurance Brokers’ Association of 
New York, held Wednesday night at the 
Hotel Astor, Ray Murphy, general coun- 
sel of the Association of Casualty & 
Surety Companies received the gold 
medal award of the brokers’ association 
for distinguished service on behali of 
the public and the insurance industry. 
The presentation was made by Jack A. 
Fink, president of the brokers’ 
tion. 

Other outstanding features of the eve- 
ning were the presidential address by 
Mr. Fink and the case against compul- 
sory insurance as presented by Henry S. 
Moser, vice president and general coun- 
sel of Allstate Insurance Co. As on many 
previous occasions, the toastmaster 
Albert Conway, former New York Super- 
intendent of Inurance and now judge of 
the New York Court of Appeals, who is 
highly regarded by the insurance fra- 
ternity. 

Joseph F. 


association, 


associa- 


was 


secretary of the 
dinner chairman. 


Conroy, 
was the 


Presentation of Award 


In presenting the award, Mr. Fink 
cited the “valiant and successful” fight 
which Mr. Murphy led earlier this year 
against compulsory automobile law in 
New York. Referring to Mr. Murphy’s 
long record of public service, Mr. Fink 
pointed out that he had been chairman 
of the Iowa board of parole, then chair- 
man of the tax commission and _ finally 
lowa Commissioner of Insurance. 

Mr. Murphy was active in the organi- 
zation of the American Legion and in 
1935 was elected its national commander. 
At present he is a member of the na- 
tional executive committee and chairman 
of the Legion’s liaison committee which 
with the American Bar Association on 
United Nations affairs. He is a member 
of the American Bar committee to study 
communist strategy and 
tives. 

Mr. Murphy, 
morning at the 
Carolina and 
ceive the award, 
gold medal award 


tactics, objec- 
who spoke Wednesday 

University of South 
flew to New York to re- 
was selected by the 
committee, comprised 
solely of the former recipients of the 
medal, ot which Frank A. Christensen, 
president of the Fidelity & Casualty Co., 
is chairman. Among those who have re- 
ceived this honor in the past few years 
are Harold C. Conick, general attorney 
of the Royal Insurance Co., Ltd., and 
William E. McKell, first vice president 
of the American Surety Co. 


Fink’s Presidential Address 


In his address as president of the as- 
sociation, Mr. Fink warned of the likely- 
hood that Governor Dewey would make 
an extreme effort to put through com- 
pulsory auto insurance at the next legis- 
Laie session. Mr. Fink remarked, “It is 
regrettable that all that effort is not used 


to put through compulsory automobile 
inspections which can and will reduce ac- 
cidents and save lives.” He also noted 
with favor the casualty all-industry com- 
mittee’s plan for reimbursing persons in- 


Ray Murphy (left) receives the General 
Brokers’ Gold Medal Award from 
Jack Fink. 


jured by financially irresponsible motor- 
ists. 

In referring to the current concern 
over commissions, he noted that no pro- 
vision has been made in New York State 
to act in concert to establish uniform 
commissions and that there have been 
no valid arguments produced by the 
casualty companies to warrant any re- 
ductions in commissions. 

In conclusion, President Fink  ex- 
pressed his regret that the National Bu- 
reau of Casualty Underwriters had not 
consulted the brokers in New York State 
before proposing the new auto classifica- 
tions. He remarked that he found it 
significant that several companies have 
found it necessary to set up their own 
merit classification plans. 


Moser on Compulsory Auto Insurance 
In his talk, Mr. 


Moser outlined the 
arguments of the f 


proponents of com- 
pulsory insurance, remarking that by 
Savcmenisana” he did not mean the public. 
These arguments he outlined as follows: 

(1) Universal agreement that some- 
thing must be done to reduce the toll 
of unrecompensed accidents caused by 
financially irresponsible motorists; (2) 
compulsory insurance is a simple and di- 
rect solution; (3) producers particularly 
should support the program because it 


N. J. Conference Held 
On Safety and Health 


FRELINGHUYSEN CORP. SPONSORS 


State & County Officials, Business Lead- 
ers Get Closeup of Accident Preven- 
tion and Highway Safety Work 


J. S. Frelinghuysen Corp., well known 
insurance agents — advisors of Flem- 
ington, N. J., and New York City, con- 
ducted its third annual conference, Octo- 
ber 28, on safety and health programs 
at the Raritan Valley Inn, Somerville 
Circle, N. J., and it was well attended 
by state and county officials and business 
executives of the state. 

As on previous occasions Joseph S. 
Frelinghuysen, Jr. president of the 
agency, set the stage in his welcoming 
remarks by explaining the purpose of 
the gathering—to disseminate informa- 
tion which will aid in curtailing the 
great loss of life from industrial and 
highway accidents and to throw a light 
on the factors contributing to the enor- 
mous cost to the public from increases in 
all types of losses due to accidents. 

Dr. Ross A. McFarland, associate pro- 
fessor of industrial hygiene at Harvard 
School of Public Health, who is safety 
consultant to the Frelinghuysen organi- 
zation, took chi irge of the conference 
and talked on “Current Trends in High- 
way Safety, Evaluation of Design of 
Automotive Equipment,” and also gave 
his views on objectives of safety and 
health programs and leading causes of 
death and effective utilization of the 
older worker. Dr. McFarland has _ re- 
cently returned from abroad where he 
exchanged information with European 
experts on industrial and_ transport 
safety and prepared a formal report 
based on his findings. 

Other speakers on the program were 
Alfred L. Moseley of Harvard Graduate 
School; Dr. William A. Tillmann of Uni- 
versity of Western Ontario, and J. Stan- 





is for the protection of their insureds; 
(4) all the admitted faults of the Massa- 
chusetts system have been obviated 
through the skilled draftsmanship of the 
proposed New York legislation; (5) po- 
litical pressure on rates and a state fund 
cannot happen here; and (6) all other 
alternatives are unsound and impractical. 

“These, in essencce,” he said, “are the 
arguments that emanate from Albany. 
Before discussing their specific f fallacies, 
let us look at the other side of the can- 
vas. I oppose compulsory insurance for 
three reasons. I think they are the same 
reasons that are urged by most of the 
other opponents. j 

“(1) With more than 96% of the cars 
presently insured in this state without 
the direct compulsion proposed, the pub- 
lic enjoys more over-all protection than 
it will have if a compulsory law be en- 
acted; (2) direct compulsion, notwith- 
standing all the legislative safeguards 
which human resourcefulness can devise, 
will result in political rate-making. Hu- 
man nature cannot be changed by legis- 
lation, draftsmanship, witchcraft or 
magic. Political pressures are inherent 
in any system of compulsion and _ will 
ultimately result in inadequate rates. 
This in turn will substantially restrict, 
if not entirely destroy, the available 
market of compulsory coverages; and 
(3) a restricted market, coupled with the 
statutory requirement for insurance, will 
compel the state to enter into the busi- 
ness to make such required insurance 
available. This will spell the end of free 
enterprise in our business. 


Reduction in Coverage 


Although a large proportion of policy- 
holders in New York carry coverages in 
excess of that required under the pro- 
posed legislation. Mr. Moser elaborated, 
experience in Massachusetts has shown 
that the compulsory system will reduce 
the number of people carrying such 
broad coverages. He said: 

“The simple and direct road of com- 
pulsion built in Massachusetts has not 
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ley Rosen, safety engineering depart- 
ment manager of J. S. Frelinghuysen 
Corp. 

Mr. Moseley spoke on his highway 
safety research work for the U. S. Army, 
National Association of Motor Bus Op- 
erators and American Trucking Associa- 
tion. 

Dr. Tillmann discussed the personality 
structure of individuals frequently in- 
volved in accidents and its significance to 
job placement. In his comments regard- 
ing the detection of the accident re- 
peater, Dr. Tillmann stated that pros- 
pective employes may be checked with 
credit bureaus and court records. He 
suggested that they should be asked to 
sign a release permitting such checkups 
if necessary. He also felt that employers 
should encourage unions to view the 
problem from the angle that the em- 
ployer does not want members to suffer 
any loss of income that can be effectively 
avoided or controlled. 

Mr. Rosen’s subject was the “Adjust- 
ing of Safety Techniques to a Particular 
Operation.” He stated that to be effec- 
tive a program for loss control must 
fit the actual conditions prevailing and 
must be concentrated on the basic causes 
of the individual organization problems. 

All of these subjects were presented 
from the point of view of executive man- 
agement and its responsibilities in ad- 
ministering safety programs. The formal 
part of the conference was followed by 
a general discussion and luncheon at 
which Mr. Frelinghuysen and Bernard 
Moos, manager of the New Jersey office 
of J. S. Frelinghuysen Corp., were hosts. 





the people of that common- 
wealth as far along the highway of in- 
surance protection as the somewhat 
more winding trail of the safety respon- 
sibility law laid out in New York,” he 
said. “If the state says that 10-20 is the 
required coverage, many persons will ac- 
cept that as the proper coverage” 
Political pressure under compulsory in- 
surance would not arise from the people, 
Mr. Moser told the brokers, but would 
be the result of politicians seizing on 
what they considered a winning issue. 
The control and regulation would in- 
evitably lead to a reduction of rates be- 
low that level necessary for the survival 
of the insurance industry, a restriction 
of the market for insurance, and a state 
insurance fund in competition with pri- 
vate business, he continued, pointing out 
that political pressure in Massachusetts 
became so great that, at the hearings on 


(Continued on Page 29) 
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THE HOME Talks Business... 
to GET Business For You! 


Next advertisement in the new Home series is designed to catch 
the eye of businessmen, large and small. If you have commer- 
cial or industrial policyholders or prospects, this advertisement 
is working for you. Like all Home advertisements, it is speaking 
not for the Company but for you, the agent—telling your story 
and emphasizing the value of your services. Reprints of this 
advertisement, in full color, are available for your use. 


* THE HOME* 
Snsuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE . AUTOMOBILE ° MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance + Fidelity and Surety Bonds 





The above advertisement 

will appear as a full 

page in color in: 

SATURDAY EVENING POST 
October 31 

TIME 
November 9 

U.S. NEWS & WORLD REPORT 
November 13 

BUSINESS WEEK 
November 14 

BETTER HOMES AND GARDENS 
November 

NATION’S BUSINESS 
November 

TOWN JOURNAL 
November 
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Agents’ Ownership of Expiration 


Problems on Installment Policies 


Agents’ ownership of expirations, as related to installment payment policies or annual 
renewal plans, when an agency contract is terminated was discussed by John F. Neville, 


executive 


when he spoke before the regional meeting of the New 
Agents last week at Garden City, Long Island. 


ance 


secretary and general counsel of the National Association of Insurance Agents, 


York State Association of Insur- 


After - tracing the development of the ones of the agents’ ownership of expira- 


tions through various 

It should be pointed out, lest the in- 
surance agent again develop a compla- 
cent frame of mind, that all of the favor- 
able decisions in this country, and all of 
the custom and usage in the insurance 
business, will not override a clause in a 
contract between an agent and his com- 
pany which allows the company owner- 
ship of the expirations. 

If the contract states that the insur- 
ance agent does not own his expirations, 
all of these past decisions cannot help 
the agent. But in this area the National 
Association of Insurance Agents has also 
taken firm leadership. In 1937 the NAIA 
group entered into an agreement with 
the Association of Casualty and Surety 
Executives, the National Board of Fire 
Underwriters, and the Insurance Execu- 
tives Association in which the company 
organizations agreed to recommend to 
their company members that property 
and casualty agents owned the expira- 
tions where balances due the company 
had been paid. 

The companies adopted the recommen- 
dation of their associations and have 
included a clause to this effect in 


since 
their agency agreements. Be sure that 
in full protection of the ownership of 
your business, you have the standard 


clause in your contract with each of the 
companies which you represent. 


Installment Policy Problems 


In recent years, a development has oc- 
curred which might affect the agent’s 
ownership of his business and definitely 
does affect his handling of certain types 
of business. I am referring to business 
written on the installment payment of 
premium plan or the annual renewal op- 
tion plan. The problem arises when an 
agent-company relation is terminated 
and there remains on the books unex- 
pired business written under one of these 
installment plans. 

Now, after termination of the agency- 
company agreement the agent is no 
longer an agent of the company and, 
therefore, might be, and under most 
state laws is, precluded from further 
representing the company, even to the 
point of being unable to issue the pe- 
riodic endorsements, collect the subse- 
quent premiums, and further service the 
business to the expiration of the term 
originally entered into with the assured. 
The matter is further complicated by the 


fact that the assured is entitled to the 
benefits of the lower installment pre- 
miums for the remaining years of the 


three or five-year term, even though the 
original agent no longer represents the 
company in which the business is writ- 
ten. 

Four Significant Questions 


This situation raises some very 
nificant questions, such as: 

Who would collect the subsequent 
premiums ? 

2. Who would be the beneficiary of 
the commissions which are a percentage 
of the installment premium? 

3. Who would make ordinary and rou- 
tine endorsements to the policy? 

4. In the event that the original agent 
is precluded from doing these things, 
because he no longer represents the 
company, what effect does this have on 
the original agent’s ownership of the 
expiration on this business ? 

It should be stated that there have 
been at least three recent attempts by 
various states to meet the problem which 
confronts the agents in these cases 
The states of North Carolina and Ten- 
nessee have met the problem by rulings 


sig- 


court decisions Mr. ! 


ville continued in part: 


of the Insurance Commissioner. The 
state of Florida enacted an amendment 
to its Solicitors and Agents Qualification 
Act, effective October 1, 1953, which is, 
I believ e, the first attempt to deal with 
the problem by legislative enactment. 


Florida Law of 1953 


The Florida enactment, 
Chapter 627, Section 23 of the Florida 
Laws, effective October 1, 1953, is en- 
titled “Insurers Prohibited from Issuing 
Contracts Except Through Agents.” The 
first sentence of this section prohibits 
insurers from issuing contracts except 
through their regularly licensed insur- 
ance agents. 

The second sentence provides an im- 
portant exception in the following 
words: “Provided, however, that agents 
may counter-sign all certificates or en- 
dorsements necessary to continue the 
coverage to the expiration date, includ- 
ing renewal option periods, even though 
said agent may have, subsequent to the 
issuance of the original certificates, en- 
dorsements or policies, terminated his 
connection with the issuing insurer.’ 

This is unique in that no provision 
apparently exists requiring the agent to 
have a limited license for this purpose. 
It is apparently the intent of this enact- 
ment to allow the agent to do specific 
things necessary to continue the cover- 
age to the expiration date without being 
an authorized agent of the company in 
which the unexpired policies are written. 

This section appears to be permissive 
only, in that the agent may countersign, 
etc. No direction is given to the involved 
company that it must allow the agent 
to act in this manner. 

Does the agent, by virtue of this legis- 
lative enactment, still have the right to 
service these policies in the name of a 
company which he no longer represents, 
even against the company’s wishes ? 

Therefore, if the case arises where a 
company is unwilling to allow the agent 
to deal in the company’s name even for 
this limited purpose, some interpretation 
would have to be made of the agent’s 
rights under this section. It is believed 
that a strong case could be made that 
inasmuch as the agent owns the expira- 
tions of the policies written by him in 
the company he no longer represents, 
in order to protect this property right, 
the agent should be allowed to continue 
the servicing of the policy until expira- 
tion, especially since there can be no 
affirmative illegality in view of Section 
23 of the Florida Laws. 


contained in 


New Tennessee Ruling 


The Tennessee Commissioner’s ruling, 
dated May 22, 1953, attempts to solve 
the problem by allowing an agent upon 
termination of the agency - company 
agreement to rewrite at the next anni- 
versary date in another represented 
company at the same rates which would 
be applicable to extensions or renewals 
in the old company. However, under the 
Tennessee ruling, the rewriting can only 
be done providing there is agreement to 
this action, in writing, by both the ced- 
ing company and the assuming company, 
and the agent or agency involve 

In addition the Commissioner’s appro- 
val must be obtained, in writing, before 
this changeover can be accomplished. 
The original problems would still remain 
if the necessary agreements in writing 
could not be obtained from any neces- 
sary party. 


In my opinion, the North Carolina 


Commissioner’s ruling, effective June 2, 
1953, 


is the most favorable solution to 
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N. Y. PUBLIC RELATIONS PLAN 
Agents State Association Furnishing 
Fire and Accident Prevention Ma- 

terial to Many Newspapers 

Alleyn H. Beamish of Albany, 
became public relations counsel for the 
New York State Association of Insur- 
ance Agents early this year, last week 
outlined the present public relations pro- 
gram designed to reduce auto accidents 
and fires and to develop grass roots 
opposition in all parts of the state to the 
Governor Dewey program for passage 
of a compulsory automobile insurance 
law during the 1954 session of the state 
legislature. He spoke before a regional 
meeting of agents at Garden City, spon- 
sored by the Suburban New York Asso- 
ciation and the state association. 

Numerous regional meetings have been 
held during the last few weeks in various 
parts of New York State, Mr. Beamish 
said, to develop widespread and effective 
support for an anti-compulsory insur- 
ance program which is being put into 
shape now. He likewise described other 
features of the state association’s public 
relations efforts to enhance prestige for 
local agents, stressing particularly the 
new “Bet Your Life” fire and accident 
prevention cartoon series. 

The first four of these cartoons have 
been drawn to the attention of news- 
papers throughout the states and mats 
for publication purposes have been re- 
quested from nearly 90 newspapers, or 
one out of five on the list. The general 
purpose is to obtain -sympathetic under- 
standing of editors for insurance people 
and their problems. 

Mr. Beamish also showed ietibial 
advertisements for use by local boards 
and individual agencies featuring fire 
and accident prevention and also the 
valuable service of the local agent after 
a disaster has occurred, 


who 





this problem so far developed. Under 
this ruling, assuming in this case as in 
the above noted cases that the agent 
owns his expirations, “the company shall 
give the agent the option of (a) continu- 
ing with a limited license for the pur- 
pose of collecting the premium and serv- 
icing the risk, such as renewals, collec- 
tions, or (b) reinsuring to expiration 
with companies remaining in the 
agency.” 


North Carolina Rule Goes Farther 


The North Carolina ruling goes farther 
than either of the other solutions in the 
protection of the agent’s business in 
these situations. It is a direction to the 
company that it shall give the agent the 
option, without restrictions or specific 
approvals of the company or the Com- 
missioner, to either continue with a lim- 
ited license until expirations, or reinsure 
to expiration with other companies in 
the agency. This ruling will eliminate 
the conflicts potentially present in the 
Florida statute and Tennessee ruling. 


Outlines Strength of 
Organized Local Agents 





EMIL T. CLAUSS 


Clauss of Buffalo, president 
of the New York State Association of 
Insurance Agents, has appeared before 
thousands of agents and company repre- 
sentatives at several regional gatherings 
over the state this fall telling why every 
agent should belong to his local, state 
and national associations. Besides citing 
past achievements he is outlining the 
current vigorous efforts to promote 
grass roots opposition to the Dewey 
Administration’s efforts to pass a com- 
pulsory automobile insurance bill at the 
1954 session of the legislature. 


Emil T. 


N. Y. Regional Meeting at 


Rochester November 9 
The Underwriters Board of Rochester 
and the New York State Association of 
Insurance Agents are sponsoring 4 
Western New York regional meeting at 
the Seneca Hotel in Rochester on Mon- 
day afternoon and evening, November 9. 
Presiding will be President Robert J. 
Grab of the Rochester Board and Ray- 
mond A. Muth, Newark, and Herbert 6 
Brewer, Lockport, regional vice presi- 
dents of the state association. 
Speakers will include Victor F. Veness, 
deputy commissioner, Motor Vehicle 
Bureau ; Arthur L. Schwab, executive 
vice president of the state association; 
Alleyn H. Beamish, public _ relations 
counsel; John G. Mayer, executive secre- 
tary, state association; John N. Cos- 
grove, secretary, American Insurance 
Co., who will speak on practical public 
relations; Walter F. Brooks, Deputy In- 


surance Superintendent, and Emil Ciauss, 
president, state association. 

At the dinner the agents will honor 
the Monroe County legislators, Senators 
Manning and Van Lare and Assembly- 
men Hatch, Goddard, Hanks and Riley. 
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FINANCIAL STATEMENTS DECEMBER 31, 1952 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 
Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 
Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 
Organized 1855 
Girard Insurance Company of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
Organized 1853 
National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
Organized 1866 
Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
Organized 1852 
The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 
sident Organized 1874 
wb Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 
repre- Organized 1909 
pres Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 
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North America Is Not 
Opposed to Marine Def. 


In a headline to a story in last week’s 
issue on a talk by Vice President Brad- 
ford Smith, Jr., of the Insurance Co. of 
North America on the revised definition 
of inland marine underwriting powers, 
which he presented before the New Jer- 
sey Insurance Day meeting, it was stated 
that “North America vice president op- 
poses new inland marine definition.” 

Mr. Smith points out that he is not 
opposed to the definition for he finds 
several useful purposes in it, but he sees 
dangers in its interpretation. These he 
cited in his talk. He feels that use of the 
word “opposed” presents conclusions 
which go beyond the intent of his re- 
marks. Mr. Smith believes the definition 
can be of service particularly in tax, 
accounting and statistical operations. 


Wayne on Definition 


(Continued from Page 1) 





enterprise. Without such free enterprise 
perhaps a definition of marine insur- 
ance would not be quite so essential 
but that would be a long step back- 
wards and a terrific price to pay to 
satisfy the whims and fancies of a few 
who obviously have never thought the 
mat ter through. 

“Insofar as the manunfacturers’ out- 
put policy vis-a-vis the definition is 
ot none there is but one question to 
be resolved, namely, ‘Is such a policy 
inland marine insurance?’ If it is, then 
the rate filing requirements of state 
statutes would not apply. If it is not, 
the definition is in no way applicable 
and the marine exemption in the rating 
law is likewise inapplic able. It is as 
simple as that. If the nahh is not 
inland marine but may be ranenc di under 
some other provisions of the law, that 
is no concern of the definition. 


Combination Policies 


“The definition itself in no manner 
whatsoever precludes package or com- 
bination policies,” ane Wayne said. 
“There may be very grave differences 
of opinion on the mz anner of packaging 
and character of combinations but not 
within the framework of the seagevieny 
itself. The only question which could 
arise under the definition is vere the 
package or combination is or is not 
marine or inland marine. 

“No better proof of these assertions 
is needed than the combination of per- 
sonal property floater and casualty cov- 
erages which have been sold for many 
years by a number of companies. Rules 
and regulations pertaining to c ombina- 
tions come within the purview of the 
law and of the bureaus to which the 
companies belong or subscribe and not 
that of the joint committee or of the 
new committee on interpretation. 

“Successful implementation of an 
overall classification plan will not in 
any way obviate the need for a marine 
definition. It would permit the placing 
of the definition within the framework 
of the overall classification plan. 

“The definition does not and could 
not in any manner inhibit the proper 
exercise of charter and license powers 
If a company is both chartered and 
licensed to engage in the marine and 
inland marine insurance field, then the 
very character of that field makes it 





necessary that there be some way of 
determining what properly comes with- 
in its scope. Since that cannot be 


spelled out in the body of the law 
without running the risk of dangerously 
restricting the field to the detriment of 
the public, the definition is the instru- 
ment used for such determination. 
“In sum, just so long as there re- 
mains any need to refer to marine or 
inland marine insurance in state laws, 
just so long will it be necessary to 
define what is meant thereby. And just 
so long as there remains any freedom 
from rate filing requirements on any 
portion of marine and inland marine 
business, just so long will a marine 
definition be absolutely essential.” 














When a man puts up a sign... 


he never expects his business life to flicker out. To the contrary, 
he expects to stay in business...today, tomorrow, in fact until 
he’s old and gray. 

Naturally he has Fire Insurance —he thinks it does the 
job. The fact that his income stops when he’s temporarily 
“out of business” following a fire, windstorm, explosion or other 
disaster doesn’t enter his mind. Chances are that he has never 
even heard of Business Interruption Insurance. 

Too many businesses never open up again... because they 
don’t have Business Interruption Insurance. 

Any time you want Business Interruption Insurance pros- 
pects there are plenty of signs pointing where to find them. 


(Nothing can point up the need for Business Interrup- 
tion Insurance more concretely than the recent wide- 
ly-publicized accounts of the big industrial fire not 
covered by Business Interruption Insurance.) 


ROYAL? LIVERPCOL 





CASUALTY: FIRE ® MARINE®* SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY. LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA * NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. ©. THAMES & MERSEY MARINE INSURANCE — LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 











America Fore Changes 


(Continued from Page 18) 


hail department of America Fore from 
1925 to 1928. 

Mr. Matchett joined the America 
Fore Group in April, 1929, as special 
agent for the Continental and American 
Eagle and in March, 1941, he was 
brought to the Chicago office as special 
agent in charge of inland marine and 
general cover departments. In 1951 he 
was appointed assistant secretary. 

Born at Herscher, IIl., Mr. Jackson 
started with the Continental in 1923 
in the farm department as assistant 
examiner; a year later he was made 
examiner and entered the Missouri field 
as special agent in February, 1928, 
From 1936 to 1941 Mr. Jackson traveled 
in Wisconsin as special and later as 
state agent for the farm and hail de- 
partments. 

In 1944 he was called to the Chicago 
office to supervise the inland marine 
department and was appointed assistant 
secretary in June, 1951. 


Gabrielsen and McDowell 


A native Chicagoan, Mr. Gabrielson 
started with the American Eagle in 
August, 1919, as an examiner at the 
time the Western department of that 
company of the group was established. 
Previous to that time, he had been em- 
ployed by a large insurance company. 

With the American Eagle he served 
for a time in the Illinois field as state 
agent until he was placed in charge of 
the brokerage department in January, 
1926. From there he transferred to the 
Cook County department as agency 
superintendent in 1927. In 1938 he was 
appointed assistant secretary. 

Mr. McDowell is a native of Fort 
Scott, Kansas. He is a graduate of 
Northwestern University School of 
Commerce. He has been with America 
Fore since 1926 when he started in the 
automobile department. For a time he 
was with another company in Michigan 
and Oklahoma. 

He rejoined America Fore in 1933 
and worked as a special agent for Ten- 
nessee, Illinois and Wisconsin in differ- 
ent assignments. He was called to the 
Chicago office as executive assistant in 
1951. 

Recktenwall and Ross 


Born at Westville, Ind., Mr. Reckten- 
wall is a graduate of ‘the Westville 
High School. In 1929 he joined America 
Fore in the Western department, served 
in various capacities at the Chicago 
office and in 1936 was appointed special 
agent in Tennessee. Early in 1952, Mr. 
Recktenwall was appointed agency su- 
perintendent in the Western depart- 
ment. 

Mr. Ross was born at Rochester, 
Ind., and is a graduate of the local 
schools and business college. His first 
position was as clerk with the Erie 

Railroad which he left in 1920 to join 
the Continental as endorsement clerk 
in the farm department. He advanced 
to chief endorsement clerk, and in 1923, 
was promoted to examiner. In 1949 he 
was promoted to superintendent. 


Sharp and Brose 


Mr. Sharp is a native of Gibson 
County, Ind., and was graduated from 
Earlham College in 1928. He also at- 
tended Indiana State, Indiana Uni- 
versity and Ball State. Mr. Sharp be- 
came associated with America Fore in 
1929 doing hail work in Indiana. From 
1938 to 1941 he served as special agent 
in the farm and hail department in 
Wisconsin and the following year in 
the same capacity in Indiana. In 1942 
he was appointed state agent for Iowa 
and in 1946 was appointed superintend- 
ent of the hail department. 

Born in Chicago, Mr. Brose has 
taken courses offered by the Institute 
for Insurance Studies. He began his 
insurance career with the Fidelity- 
Phenix in Chicago in 1921 and after 
advancing through various positions 
became examiner in 1929, 
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Railway Express Official Tells 
Mariners How Traffic Is Handled 


E. W. Hull, director of advertising 
and promotion of the Railway Express 
Agency, and Julius Press, chief commer- 
cial agent, New York City department 
also of the Railway Express Agency, 
were guest speakers at the first fall 
meeting of the New York Mariners’ Club 
on October 21 at Fraunces Tavern. Mr. 
Hull delivered an address and Mr, Press 
conducted a question and answer session. 

The express business was founded in 
1839 by William F. Harnden to carry 
valuable papers, money and other ar- 
ticles between business men. It still per- 
forms that service “and carries just 
about everything else you can think of,’ 
Mr. Hull said. 

Introduced by “Skipper” Everett J. 
3rill, Mr. Hull opened with a brief sum- 
mary of the development of express 
service showing how deeply it was em- 
bedded in the nation’s commercial and 
industrial life. He then discussed the 
protective measures employed by the 
express agency to assure swift and sure 
arrival of all shipments in its care. 


Receipt Not Insurance Contract 


One of the interesting points he 
brought out was that the public referred 
to the express agency “value” charges 
as “insurance” more often than not. He 
made it clear that “the express receipt 
is not a contract of insurance. On the 
other hand, the rate is fixed with rela- 
tion to the specified value and that if a 
greater value be declared a higher rate 
will apply.” 

Commenting on the extent of the lia- 
bility of the express agency he told the 
audience that “under the Interstate Com- 
merce Act, the express agency is liable 
to the shipper for the ‘full actual loss’ 
caused by it within, of course, the value 
declared in the express receipt.” 

Mr. Hull said that many shipments 
come into express service under released 
valuation “which indicates the wide- 
spread coverage of outside insurance 
companies.” He stated that the express 
agency has no way of knowing when 
traffic is actually covered by outside 
insurance “but that has no bearing on 
the way the traffic is handled. We use 
every effort and means to transport traf- 
fic safely for our own protection and 
to maintain our reputation as a reliable 
carrier.” 

Claim Policy 


“The claim policy of the express 
agency is a liberal one,” said Mr. Harn- 
den. “It makes an honest effort to deter- 
mine whether liability exists and to 
make settlement of the claim with as 
little delay as possible if liability is 
established. 

“The Interstate Commerce Act re- 
quires an investigation of a claim to 
determine whether it should be paid or 
rejected. Payment of a claim may be 

made only where liability is shown, and 
it is illegal for a carrier to pay a claim 
or a claimant to accept settlement of a 
claim where the carrier is not liable. 
Such a practice has been deemed a form 
of rebating and comes under the penalty 
Provisions of the Interstate Commerce 
ct. 

“In 1952 we paid out more than $5 
million in settling loss and damage 
claims, In 1951, slightly more than 4.87 
claims were filed for every 1,000 ship- 
ments handled; and in 1952, this was 
reduced to 3.97 claims filed per 1,000 
shipments, and 85% of them were paid. 





The ratio of claims filed is, however, 
still far above what we think it should 
reasonably be. 

“Our objective is so to improve the 
handling of express traffic as to reduce 
our claims filed to not more than one to 
1,000 shipments. I know that you, as 
users of express service, are just as con- 
cerned about this matter as we are and 
that you will benefit by whatever we 
are able to accomplish in reducing the 
claim frequency. 


Employe Cooperation 


“One phase of our campaign to reduce 
loss®and damage was the appeal to all 
employes. Our people who are directly 
engaged in the physical handling of ex- 
press shipments were invited to submit 
their ideas for a slogan that would im- 
press everyone with the importance of 
careful handling. The grand prize for 
the winner was an all-expense paid trip 
for two to New York with five days of 
entertainment and sight-seeing plus a 
check for $1,000, 

“More than 19,000 suggestions were 
submitted. Many of them were excellent, 
but one stood out above them all. 

“There are many articles which be- 
cause of their very nature are handled 
on what is termed ‘money receipts’ under 
protective signature, These include, just 
to mention a few, bonds, bullion, cur- 
rency, drafts, gold dust, notes, valuable 
papers, so on and so forth. 

“There is the special protective signa- 
ture service which became operative to 
accommodate requests by shippers for 
the handling of shipments not otherwise 
entitled to such service. This service 
provides for the handling under signa- 
ture upon shipper’s written request 
made at the time the shipment is ac- 


cepted. This request may be accom- 
plished by the shipper endorsing the 
express receipt ‘Handle under Signa- 


ture’ and adding his signature. 

“On most receipt forms this endorse- 
ment can best be placed in the space 
provided on the receipt for description 
of contents. The service charge of $1.20 
per 100 pound rates subject to a 
specified minimum will be assessed for 
this special protective signature service 
in addition to the regular transportation 
and value charges. This rule, however, 
does not apply to shipments such as gold, 
currency, etc. For shipments of very 
high value, such as bullion, art collec- 
tions, etc., we provide special security 
safeguards.” 


Truckers Urged to Cut 
Risk in Local Operations 


The nation’s truck operators are urged 
to reduce the theft hazard from local 
pickup and delivery operations “to show 
the public that the trucking industry 
takes its responsibilities seriously.” 

Jack Seide, president, Babaco Alarm 
Systems, Inc., said, in a statement re- 
leased at the opening session of the 20th 
annual convention of the American 
Trucking Associations in Los Angeles, 
that the losses of individual cartons and 
packages from trucks run into many 
thousands of dollars daily throughout 
the country. 

“These thefts,” he said, “cause great 
inconvenience and expense to the ship- 
ping public and are a principle source 
of public irritation toward truckers in 
general, because practically everyone has 
experienced the loss of a single box or 
crate.” 
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Honor Henry H. Reed 
At Ocean Marine Dinner 


Henry H. Reed, who is retiring this 
year after a career of 46 years in the 
Ocean marine insurance business, was 
guest at a dinner given in his honor 
by friends and associates in the ocean 
marine underwriting fraternity at the 
Union Club on Friday, October 23. 

Mr. Reed, who started his insurance 
career in 1907, was connected with the 
Insurance Company of North America 
until 1948 at which time he held the 
post of general manager in New York. 
Since that time he hag been connected 
with the firm of Johnson & Higgins. In 
the course of his distinguished career in 
ocean marine insurance he held many 
important elective posts. 

Frank B. Zeller, president of the 
American Institute of Marine Underwrit- 
ers, presided at the dinner and pre- 
sented to Henry Reed on behalf of 
those present and others a_ beautiful 
silver tray. The tray is an English re- 
production of a George II salver of the 
period approximately 1725-1740. 


Truck Cargo Thefts Keep 
Pace With FBI Warning 


Truck cargo thefts appear to be in- 
creasing in severity and scope, with an 
apparent influx of “new blood” among 
the ranks of crooks, according to the 
Cargo Protection Bureau. 

“This is in keeping with the FBI warn- 
ing that this year is heading for a new 
record high in crime,” the bureau com- 
mented. “It would seem that truck cargo 
thefts will keep pace with the general 
rise in crime against property.’ 

The bureau pointed out that a portion 
of this increase stems from newcomers 
to the ranks of crooks, adding that 
“near-thefts, the attempts that misfire, 
give every sign of being undertaken by 
beginners who do not quite know their 
job as yet.” 

Included in a list of 35 previously un- 
reported truck cargo thefts which the 
bureau listed, representing total values 
of $175,000, were such loads as turkeys, 
jewelry, electrical equipment and gen- 
eral merchandise, as well as the usual 
“loss leaders” of textiles, clothing, liquor 
and tobacco. 


Hawkeye-Security Names 


Buttner Marine Manager 
The Hawkeye- Security - Industrial 
Group has named Fred T. Buttner as 
manager of its Eastern department in- 
land marine operation with headquarters 
_ the companies’ eastern offices, 103 
Park Avenue, New York City. 
Mr. Buttner has been identified with 
marine insurance for many years, and 
for the past 15 years has specialized in 
the inland marine field in a managerial 
capacity. In addition to having a wide 
acquaintance among New York Brokers, 
he has been actively engaged in the han- 
dling of agency business. 


Honor Harold Conick 


(Continued from Page 18) 


tional position of general attorney. 
On July 1952, Mr. Conick relin- 
quished all offices with the group with 
the exception of those of general attor- 
ney and director of all the domestic 
companies, this being in conformity 
with the established practice of the 
group to delegate authority to younger 


GOVT. WAR RISK PLAN SOON 


Expect Announcement Shortly on De- 
tails of Program for Coverage on 
U. S. Goods Stored Abroad 

A Government war-risk program on 
U. S.-produced, U. S.-owned goods stored 
abroad will be ready for unveiling 
to the public around November 15, ac- 
cording to Export-Import Bank officials. 
Agriculture Secretary Ezra Taft Benson 
issued a release in which he said he had 
been pressing the bank to get going on 
the program authorized by Congress 
near the end of the last session. Under 
the Congressional directive the bank 
could write up to $100 million of cov- 
erage. 

Benson said that private insurance 
companies will actually write the cover- 
age, with Government reinsurance. Al- 
though Export-Import officials do not 
at this stage wish to reveal the nature 
of the program, it had been indicated 
that the coverage would be sold by pri- 
vate companies only as agents for the 
Government, with the Government ac- 
tually doing the writing. It is still as- 
sumed that this may be the case, despite 
the Benson announcement. 

Export-Import officials did say that all 
details of the program have been worked 
out, except the manner of making it pub- 
lic. It is presently believed that first 
announcements will be made through the 
trade press. 

Insurance companies which will par- 
ticipate have already been selected, ac- 
cording to the officials. Coverage will 
protect against war damage, confiscation 
and expropriation. Although it will be 
applicable to any commodity, the main 
reason the bill was passed was to make 
such insurance available for cotton ex- 
porters. 





men in the organization in advance of 
the date of actual retirement of the 
chief executive so as to provide for a 
smoother transition of management. 

Mr. Conick has held many positions 
of high honor in the insurance business 
throughout his career, including that of 
president of the Eastern Underwriters 
Association, member of the governing 
committees of the Western Underwrit- 
ers Association and the New York Fire 
Insurance Rating Organization, director 
of the Western Adjustment and Inspec- 
tion Company, and member of the ex- 
ecutive committee of the Oil Insurance 
Association. Mr. Conick was the recipi- 
ent of the 1952 Gold Medal awarded 
by the General Insurance Brokers’ 
Association of New York. for meritori- 
ous service to the insurance industry. 


President of National Board 


He is currently president of the Na- 
tional Board of Fire Underwriters and 
of the General Adjustment Bureau, Inc., 
chairman of the Insurance Executives 
Association and a trustee of the Under- 
writers’ Laboratories, Inc. He is also a 
director of the Underwriters Salvage 
Company of New York and the Beek- 
man-Downtown Hospital. 

Last year Mr. Conick completed a 
distinguished term of office as president 
of the American Institute of Property 
and Liability Underwriters, the culmi- 
nation of which was merger of that 
institute with the Insurance Institute 
of America with the purposes in mind 
of achieving maximum educational efh- 
ciency, eliminating duplication of activ- 
ities and permitting the development of 
insurance education on a continually 
progressive basis. For many years Mr. 
Conick has evidenced a keen interest in 
insurance education. 
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U.S.F. & G. Celebrates 
50 Years in Hawaii 


MATTHAI REPRESENTED H. 0. 





Pays Tribute to Herman Luis, Head of 
Bonding & Insurance Agency of 
Honolulu, for Faithful Service 
Joseph F. Matthai, an executive vice 
president of the United States F. & G,, 
arrived home in Baltimore on Tuesday 
after a month’s trip to the Hawaiian 
Islands where he was the home office 
representative and one of the principal 
participants in the 50th anniversary of 
the company’s entry into the Territory 
of Hawaii. This was a highly successful 








MATTHAI 


JOSEPH F. 


observance which took place October 
13 at a dinner held at the Royal Ha- 
waiian Hotel. In the spotlight that 
evening was Herman Luis, head of the 
Bonding and Insurance Agency, Ltd., 
of Honolulu, who has been associated 
with the U.S.F.&G. since 1916. 

In his address at this dinner Mr. 
Matthai brous ght out that the invitation 
to the U.S.F.&G. to enter Hawaii was 
extended ‘en Robert W. Shing xle, a Civic 
and business leader of the Islands, while 
while on a trip to Baltimore to see 
John R. Bland, founder and president 
of the company. That was in the year 
1903. Mr. Shingle pointed out that the 
Islands were beginning to expand their 
business and industrial life, and needed 
the type of insurance coverage offered by 
the U. S. F. & G. In turn, Mr. Bland felt 
that the company, then seven years old, 
should expand beyond the limits of the 
United States, and was then entering 
Canada. 


Lauds Luis as “Man of Vision” 


Pointing to the Waterhouse Trust Co. 
as the company’s first agency in Hawaii, 
Mr. Matthai said it was succeeded in 
1931 by a newly formed organization 
known as the Bonding and Insurance 
Agency, Ltd. “That agency,” he said, 
“was the handiwork of a young man— 
Herman Luis—who had been associ- 
ated with U.S.F.&G. through the Water- 
house Trust Co., for some 15 years. 
He was a young , man of vision who had 
the staunch “som, Ee of some of the best 
known business and financial leaders 
of Honolulu.” 

Assembling a competent staff of ex- 
perienced insurance men, Mr. Luis had 
a growing agency in the ‘making within 

a short time. He specialized at first in 


Surety Managers Elect 


Nominating Committee 

A nominating committee to select a 
slate of officers and executive commit- 
tee members for the forthcoming year 
was named by the Surety Managers’ 
Association of the City of New York 
at its October 26 meeting at the Bank- 
ers Club. 

Members of the committee are E. J. 
Donegan, Loyalty Group, chairman; 
Harry F. O’Malley, Aetna Casualty & 
Surety, and Rankin Martin, Standard 
Accident. The committee will report 
at the November meeting, with elec- 
tions scheduled for December. 

With association president Edward 
M. Brown, National Surety Corp., pre- 
siding, the surety managers also dis- 
cussed underw riting and public relations 
activities of current importance. 





National Bureau Auto Plan 
Now in Ark., Kan. and Vt. 


William Leslie, general manager of 
the National Bureau of Casualty Under- 
writers has announced that the bureau’s 
automobile classification plan is now in 
effect in the states of Arkansas, Kansas 
and Vermont. 

In Arkansas and Vermont the old 
rates have been revised upward be- 
cause of poor experience, but under 
the new classifications, the 1A _ risks 
receive reductions of from $2 to # in 
Arkansas and, in Vermont, from $2 to 
$5 depending on territory and classifi- 
cations. The basic rate remains the same 
in Kansas. 





Canadian Auto Inquiry 

A report from Ottawa indicates that 
T. D. MacDonald, Canada’s director of 
investigation and research under the 
Combines Investigation Act, is conduct- 
ing an inquiry into the effect on the cost 
of automobile insurance as a result of 
certain practices by Canz adian insurance 
companies. In a letter to the insurance 
companies, Mr. MacDonald said the in- 
quiry is not directed to suspected con- 
traventions of the Combines Investiga- 
tions Act, but is for the purpose of 
studying and reporting upon practices 
which may raise some question of the 
public’s interest. 





fidelity, judicial and court bonds, but 
soon branched out in the commercial 
field, particularly in insurance and 
bonding coverages for the construction 
industry. The agency also appointed 
sub-agencies on neighboring islands to 
handle an increasing business. 

Mr. Matthai said that the agency has 
played an important role in the devel- 
opment of commerce and industry in 
Hawaii, and that “through the years 
our participation in Hawaii's economy 
through the Bonding and Insurance 
Agency has been’ characteristically 
profitable. In paying tribute to Mr. 
Luis and his associates he presented 
him with a resolution of the U.S.F.&G. 
board of directors, a silver tray from 
officers of the company and, to the 
agency, a banjo clock. 

Accompanied by Mrs. Matthai 


Accompanied on his Hawaiian trip 
by Mrs. Matthai, the U.S.F.&G. vice 
president was tendered a luncheon upon 
his arrival at Honolulu, took a side trip 
to Hilo in the company of Mr. and 
Mrs. Cal Chipchase of the Bonding and 
Insurance Agency, and visited the 
“Kona Coast” of Hawaii with an over- 
night stay at the well known Kona Inn. 
Also in the party was Cecil Lloyd, San 
Francisco manager of the U.S.F.&G 





Brooklyn Brokers Advocate 
A New York Guest Statute 


Inviting all car owners and other 
interested parties and organizations to 
join them in a fight to secure a guest 
occupant statute for New York State, 
the Brooklyn Insurance Brokers Associ- 
ation has compiled a set of statistics in- 
tended to show that lower automobile 
liability premiums are found in those 
states which have enacted laws control- 
ling the conditions under which a guest 
rider may sue a driver or owner. The 
association feels that not only would the 
passage of such a statute materially af- 
fect the cost of auto liability insurance 
but that the courts might be relieved 
of thousands of guest occupant suits. 

The figures show that, of the 15 prin- 
cipal cities (excluding Boston), for those 
cities in the 29 states which have passed 
a guest occupant law, the average pre- 
miums for 10/20 limits is $34.60; for the 
District of Columbia and those in the 
ne states which have not passed such a 
law the average premium is $50.78. Like- 
wise, in a sampling of non-suburban 
cities from each state (with the excep- 
tion of Massz uchusetts) it was found that 
the average premium for 10/20 limits 
for those controlled by a guest law was 
$20.05 and $27.71 for those which did not 
come under such a statute. 

The association has pointed out that 
the adoption of a guest statute does not 
preclude a passenger from suing. How- 
ever, the guest must prove either gross 
negligence or wanton and wilful miscon- 
duct on the part of the driver, whereas 
the paying passenger need only prove 
ordinary negligence. 


HONOR EIGHT 25- YEAR ACENTS 





Great American Indemnity Officers 

Honor Them at Silver — 

Luncheon Party in N. 

Chairman of the Board D. R. Acker- 
man and President G. F. Michelbacher 
headed a group of Great American In- 
demnity officers who honored eight 
agents of the company at luncheon at 
the Lawyer’s Club, New York City, on 
Friday, October 23. The occasion was 
the observance of the agents’ 25th anni- 
versary with the Great American In- 
demnity. 

These agents, who represent all sec- 
tions of the territory supervised by the 
company’s home office, were each pre- 


sented with a silver award in com- 
memoration of his long service. They 
follow: 

Dallas Smith of Dallas, Tex.; Arthur 


A. Klein, Long Island City, N. 
Edward M. ae — William uf Stack, 
Hoboken, N. J.; o I. Hain, Lancaster, 
Pa.: Harris s3 food Philadelphia ; Carl 
. Reading, Pa.; ond Tom P. 
Ellis (posthumously), Dallas. Rhoe B. 
Henderson, Jamestown, N. Y. was un- 
able to attend the luncheon and will re- 
ceive his award at a later date. 


MUTUAL PLAN IN FOUR STATES 

Revised private passenger automobile 
classifications and rates are announced 
by the Mutual Insurance Rating Bureau 
for the states of Arkansas, Kansas, Ten- 
nessee and Vermont. The changes will 
apply to all policies written on or after 
October 26, 1953, and may be applied to 
policies written to become effective be- 
tween September 1 and October 26, 1953. 


Mass. Bonding Appoints 


Bennett to New York Post 


Announcement is made by J. P. Coffay, 
Jr. vice president of Massachusetts 
Bonding & Insurance Co., of the ap- 
pointment of Irving Bennett as manager 
of its casualty underwriting department 
at its New York City office. 

Mr. Bennett started his insurance ca- 
reer with the Compensation Insurance 
Rating Board of New York, after which 
he served in various underwriting capa- 
cities with companies in New York City. 
More recently, he has been handling 
casualty underwriting matters on a coun- 
trywide scale in Boston. 


Voluntary Auto Plan 
Explained by Murphy 


AT UNIV. OF SOUTH CAROLINA 





General Counsel of Assn. of C. & S. Cos, 
Says Gaps in Auto Cover Must Be 
Closed by Private Enterprise 





The belief that complete public pro- 
tection against economic hardships re- 
sulting from motor vehicle accidents js 
given under a compulsory insurance law 
was attacked by Ray Murphy, general 
counsel of the Association of Casualty & 
Surety Companies, in an address at the 
school of business administration, Uni- 
versity of South Carolina. Mr. Murphy 
reminded his audience that in the field 
of health insurance a plan has been de- 
veloped under the private enterprise 
system that provides greater public pro- 
tection than would be given under a 
compulsory law. He felt that gaps exist- 
ing in the field of automobile insurance 
could be closed in similar fashion. 

“Groups of insurance company people, 
representatives of all segments of the 
casualty insurance business,” he said, 
“have evolved in draft form a new plan 
for study and consideration. The plan is 
still in the formative and study stage. 
It is an insurance plan, designed to al- 
leviate through the traditional system of 
American private enterprise and through 
voluntary action, the financial problem 
of the person injured in body or prop- 
erty by the financially irresponsible 
motorist.” 

Voluntary Auto Plan 

In brief outline, he said, the plan con- 
templates: 

“1. The offering by the companies 
writing automobile liability insurance of 
a new coverage which will provide in- 
demnification to the insured and the 
members of his household against loss 
from inability to collect valid claims 
against uninsured motorists for injuries, 
deaths and property damage resulting 
from a motor vehicle accident in the 
State. 

“2. The coverage would be available 
(a) to any person w ho carries automo- 
bile bodily injury and property damage 
liability insurance and (b) to any person 
who does not own nor any member of 
whose household owns a motor vehicle. 
The coverage would not be available to 
any person owning a motor vehicle on 
which liability insurance is not carried 
nor to any member of his household. It 
is believed that the present policyholders 
would readily avail themselves of the 
additional coverage. 

“3. The premium cost would be very 
small, according to actuarial estimate— 
2% or less of the regular bodily injury 
and property damage premium. 

“4. A corporation would be set up to 
investigate claims, make settlement of 
claims, and to defend actions when nec- 
essary. This corporation would also rein- 
sure the liability of the companies under 
the new coverage. 

“Such a plan,’ Mr. Murphy stated, 
“coupled with a law to impound the 
vehicle of an uninsured motorist whose 
car is involved in an accident and coupled 
also with a sound financial responsibility 
law, adequately administered and fairly 
enforced, should bring nearer the 100% 
solution of the principal financial prob- 
lems created by the financially irrespon- 
sible motorist who is at fault in accidents 
resulting in injury to one free of fault.” 


Back From Trip Abroad 


M. Smith, first vice president of 
Continental Casualty, is back from a 
month’s trip abroad during which he 
visited London, Paris and Switzerland. 
He was accompanied by Frank V. Mc- 
Cullough, assistant secretary and head of 
Continental’s special risk department. 


Plan Rejected in Washington 

The State of Washington has turned 
down the merit classification plan 0 
Zurich-American Cos., reportedly on the 
grounds that the discount offered 
amounts to rate-making for which sup- 
porting data is lacking. 
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Texas Comp. Hearing 


Indicates Reduction 

A hearing was held, October 22, by 
the Texas Board of Insurance Com- 
missioners, with Garland A. Smith, 
Life Insurance Commissioner and 
chairman of the board, and J. Byron 
Saunders, Casualty Insurance Commis- 
sioner, sitting, assisted by the casualty 
actuarial staff. 

Aneus McDonald, casualty actuary, 
explained the statistical tables which 
were developed concerning the various 
groups under the workmen’s compen- 
sation law and the indications which 
the data supplied by the companies in- 
dicate. These were the manufacturing 
group, contracting group, oil classes, 
and all other groups. These indicated 
a decrease of rates on the manufactur- 
ing group of 5.4%; contracting 6.4%; 
oil 3.8%, and all others 8.2%, or an 
overall reduction of 6.2%. 

William Leslie, Jr., assistant man- 
ager, National Council on Compensa- 
tion Insurance, spoke in regard to the 
profit factor. He declared that the 
companies do not need and are not 
asking for a sales profit, but he insisted 
that there should be an underwriting 
factor of 2.5.% He stressed the thought 
that insurance companies are engaged 
in private business, and are not public 
utilities, and contended that companies 
are now receiving an adequate profit. 

Ralph Soape, Dallas, who described 
himself as a buyer of insurance op- 
posed the use of any profit factor, 
asserting the companies had paid 19% 
profit. In this attack on the use of a 
profit factor, he was joined by me 4, 
Burris, executive vice president, Texas 


MICH. CAR IMPOUNDMENT BILL 





To Be Introduced in 1954 State Legisla- 
ture by Rep. Willard L. Bowerman; 
Success of Canadian Laws Cited 


Impoundment of any uninsured motor 
vehicle involved in a traffic accident re- 
sulting in damage exceeding $50 would 
be required under terms of a bill being 
prepared for introduction in the 1954 
Michigan legislature by Representative 
Willard L. Bowerman, Jr., Lansing Re- 
publican. The proposed legislation would 
not affect an insured motorist involved 
in an accident nor those motorists who 
could prove financial responsibility as 
required by state law, Mr. Bowerman 
said. He declared, however, that it would 
tend to increase the percentage of in- 
sured cars operating on the highways 
and would make for easier collection of 
damages and quicker settlement of dam- 
age suits. 

Under the bill, impounding of an un- 
insured vehicle would be made regard- 
less of whether the driver was at fault in 
the accident and the cost of impound- 
ment and storage would have to be paid 
by the owner. The car could not be 
removed from storage without authoriza- 
tion of the Michigan Department of 
State. The Michigan secretary of state 
would be authorized by the bill to issue 
financial responsibility cards to mottor- 
ists furnishing proof of financial respon- 
sibility. He could also delegate this au- 
thority to insurance companies so they 
could issue cards to their policyholders 
to prove they were covered by insurance. 

Mr. Bowerman said the bill would ap- 
Ply to non-residents of the state as 
well as residents because “an uninsured 
non-resident vehicle is just as great a 
hazard as an uninsured Michigan vehi- 
cle.” He said he does not believe the 
law would have an adverse effect on the 
tourist industry because it is estimated 
that more than 90% of the tourists are 
already insured. Several Canadian prov- 
inces, notably Manitoba, have incorpo- 
rated impoundment features into their 
safety responsibility laws, Mr. Bower- 
man said, with the result that about 95% 
of the automobiles operating in Mani- 
toba are now insured, 

“Apparently,” he said, “vehicle im- 
poundment creates a greater psychologi- 
cal reaction than license suspension.” 


Hartford A. & I. Changes 


A_new claim office on the south side 
of Chicago is among several changes 
which have been announced in the claim 


service organization of the Hartford 
Accident & Indemnity Co. The new of- 
fice will service Kankakee, Willi and 
Grundy Counties and the suburban areas 
of Cook County. L. G. Barry has been 
placed in charge. 

In one of several reassignments of 
Hartford Accident claim personnel, Mar- 
vin B. McClure, for a number of years 
in charge of the Waterbury, Conn. office, 
has been transferred to the home office 
as claims examiner. 

Succeeding Mr. McClure in Waterbury 
is Raymond C. Cole. Other changes in- 
clude the appointment of the following 
to claim office managerial posts, Melvin 
J. Meyer at Clinton, N. C.; Frank A. 
Gheesling at Greensboro, NG aie 
Robert B Willis at Harrisburg, Pa. 





Manufacturers Association and sup- 
ported by E. I. Evans, Columbus, Ohio, 
actuary. G. W. Greathouse, Texas Em- 
ployers Association, spoke on the rapid 
rise in the rate of wages paid, the 
exaggerated claims which have been 
paid as a result of judgments, and of 
the cost of settling claims which has 
necessitated the employing of more 
adjusters. 

Commissioner Smith announced that 
all filings on changes in the Workmen’s 
Compensation Insurance Rates must be 
filed by November 1, 1953. 


British Columbia to Get 


Demerit Plan in November 


A new automobile insurance rate struc- 
ture with stepped-up levies for accident- 
prone and irresponsible drivers will go 
into effect in British Columbia, Novem- 
ber 1, insurance underwriters have an- 
nounced. 

Under the new plan, a motorist with 
two or more traffic convictions on his 
record may be charged two or three 
times as much as an accident-free driver 
for the same amount of insurance pro- 
tection. Impaired, drunken or reckless 
driving convictions will bring a 100% 
jump in premiums. 

The rate increases apply only to public 
liability and property damage coverage. 
Collision, fire and theft are not involved. 


NEW OFFICE IN ALBUQUERQUE 

A state office has been opened in 
Albuquerque by the Gulf Insurance Co., 
Dallas, and its companion company, At- 
lantic Insurance Co., it has been an- 
nounced by T. R. Mansfield, president. 
The new office will be under the super- 
vision of State Agent Albert. Lake, Jr. 


DUNTON IS SUPERINTENDENT 
Harry C. Dunton has been appointed 
superintendent of the Southwestern dis- 
trict office of the casualty and bonding 
division of the Phoenix-Connecticut 
Group of insurance companies, Alden 
Taylor, public relations director, has 
announced. 
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I25 PEOPLE 
ARE ALIVE... 


With the assistance of the Association of Casualty 
and Surety Companies, a public service organiza- 
tion of capital stock insurance companies, the 
Governors of the 11 Northeastern states from 
Maine to Maryland this summer sponsored a 
“slow-down” campaign. Aimed particularly at 
vacationists and tourists, it has proved conclu- 
sively that law enforcement can control highway 
accidents. At toll gates, information centers, ferry 
slips, places of entry and other points throughout 
this 11-state area, more than 2 million motorists 
were handed a printed message, brief and 
friendly, urging observance of speed limits. The 
season’s results are not yet known but figures for 
June and July show 125 fewer motor fatalities 
than in the same months of 1952. This worth- 
while experiment should encourage other states 
to follow the example. 
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WANTED 


Experienced Casualty and 
Surety Production Man 


Married and between the ages of 
28 and 45 for Baltimore, Maryland 
Service Office of a national com- 
pany. Excellent salary for qualified 
man. Submit resumé. 

BOX 2206 
The Eastern Underwriter 
93-99 Nassau St., New York 38, N. Y. 

















Brokers Dinner’ 
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insurance rates, the suggestion was re- 
cently made by politicians in open meet- 
ing that Governor Herter and Commis- 
sioner Humphrey should be impeached. 


All Industry Committee Plan 


The insurance industry is demonstrat- 
ing a sincere desire to find a voluntary 
solution to the problem of the victim of 
the financially irresponsible driver, he 
said. He noted that an industry program 
to solve the problem is even now in the 
consideration Stage. This program would 
provide for “coverage for loss due to 
the inability of insureds, including all 
members of their household, to collect 
claims or judgments based upon the 
legal liability of financially irresponsible 
motorists.” This new insurance “would 
be made available to any motorist carry- 
ing liability insurance and to persons 
who do not own, nor any member of 
whose family owns, a motor vehicle.” 

In concluding, the speaker stated that, 
“There have been few problems the cre- 
ativeness of free enterprise has not been 


able to solve.” He pointed out that 
“There is no retreat from compulsory in- 
surance once enacted,” and called for 


patience and cooperation in finding a 
solution consonant with insurance prin- 
ciples. 

Many leading insurance figures were 
invited to attend the dinner. Among them 
were the following: 

Alfred J. Bohlinger, Superintendent of 
Insurance, New York; Walter F. Brooks, 
Deputy Superintendent of Insurance; 
Frank A. Christensen, past president, 
National Board of Fire Underwriters; 
William Condon, chairman Senate Insur- 
ance Committee; Judge Albert Conway, 
Court of Appeals; Mary Donlon, chair- 
man, Workmen’s Compensation Board; 
J. Dewey Dorsett, general manager, As- 
sociation of Casualty & Surety Cos. 

Also Samuel R. Feller, former Deputy 
Superintendent of Insurance; Frederic 
E. Hammer, former State Senator; Don 
Holbrook, ex-secretary, Legislative Bill 
Drafting Commission; M:z artin W. Lewis, 
general manager, Surety Association of 
America; Samuel Rabin, chairman, As- 
sembly Insurance Committee ; John J. 
Musarra, president, Queens County 
Brokers & Agents Association; Joseph 
F. Murphy, Deputy Superintendent of 
Insurance; George J. Mutari, president, 
Brooklyn Insurance Brokers’ Association. 


Neumann and Others 


A. Neumann, vice president, 
Association of Insurance 
Agents; John F. Neville, general counsel, 
National Association of Insurance 
Agents; E. C. Niver, executive vice 
president, New York Board of Fire Un- 
derwriters; Samuel Oberman, past presi- 
dent, General Insurance Brokers’ Asso- 
ciation; Carl Pearson, special assistant to 
Superintendent Bohlinger ; George Rosen, 
president, Bronx Insurance Men’s Asso- 
ciation; G. Foster Sanford, president, 
Insurance — Association of the 


Joseph 
National 


State of N. Y. Inc.; Paul Simon, past 
president, General Insurance Brokers 
Association. 


Also W. F. Stanz, president, Brooklyn 
Insurance Agents’ Association; George 
F. Sullivan, past president, General In- 
surance Brokers’ Association; George 
S. Van Schaick, former Superintendent 
of Insurance; John E. Watson, manager, 
Statutory Automobile Rating Bureau; 
Morris Weinberg, president, Independent 
Insurance Brokers’ Association. 
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Leslie Addresses 
Accountants Assn. 


14TH ANNUAL CONFERENCE 


Penna. Commissioner Praises Group for 
Service to Industry; Cites Increased 
Responsibilities Over the Years 


The keynote address at the 14th an- 


conference of the Insurance Ac- 
3ellevue-Stratford 


nual 
countants Association, 
Hotel, Philadelphia, 
Artemus C. Leslie, Insurance mm 
sioner of Pennsylvania. Calling his in- 
vitation to address the gathering an 
honor for all supervisory officials of the 
insurance business, Mr. Leslie told the 
accountants that, as Insurance Commis- 
sioner, he had a special interest in the 
records of all insurers because. the 
solvency of insurance companies is ot 
prime importance; the question of pre- 
mium rates is one of vital interest, and, 
with the passage of time, the records ot 
the various companies constitute the 
yardstick by which progress is measured. 
" Praising the accountants for their 
service to the insurance industry, Mr. 
Leslie listed several changes over the 
past years which have considerably in- 
creased the responsibilities of the insur- 
ance accountant. Some of these he listed 
as: The Supreme Court Decision holding 
insurance to be inter-state commerce; 
enactment of Public Law 15; state rate 
regulatory acts and uniform accounting 
laws; increase in premium volume and 
multiple line underwriting. 


was made by 


Commis- 


Triennial Examinations 


Commissioner Leslie then discussed the 
inspections and examinations which the 
Commissioner must make for each com- 
pany at least once in every three years, 
pointing out that, while the examinations 
are extensive, they should not be re- 
garded as a complete audit, as is the 
practice of some companies which do not 
have the benefit of the services of ac- 
countants. ; ; 

In praising the accountants for their 
pioneering of many practices which 


Aetna Group Announces 


Claim Division Changes 
Appointment of James H. Lamb as 
manager of the Corpus Christi, Texas 
claim office has been announced by the 
casualty department of the Aetna Insur- 
ance Group. Mr. Lamb comes to the 
Aetna from the Corpus Christi office of 
the General Adjustment bureau, where 
he was a senior casualty adjuster. He 
attended Paris Junior College, Paris, 
Texas, and Arkansas A. & M. at College 
Heights, Arkansas. He succeeds John 
H. Carter, who has returned to the 
Hartford claim office of the Aetna 
Group. 

In the Burlington, Vermont, claim di- 
vision, Theodore C. Forssell has been 
appointed manager, succeeding Bernard 
M. Crowley, who has been transferred 
to the Albany, New York office. Prior 
to joining the Aetna Group, Mr. Forssell 
was an adjuster for the Equitable Serv- 
ice bureau in New York City. He has 
also been a claims supervisor and ad- 
juster for other casualty companies as 
well as an accident and health adjuster 
for a life insurance company. 

William H. McCarron, assistant mana- 
ger of the Newark, N. J., claim division 
of the Group has been transferred to 
San Francisco as casualty claim mana- 
ger of the Pacific department, where he 
succeeds Louis W. Peters, who has re- 
turned to the New York claim division. 
A graduate of the University of Ver- 
mont, Mr. McCarron attended Yale’s 
graduate school and the John Marshall 
Law school. He has been with the Aetna 
since 1937 in a claims capacity. 


GERALD C. HUTTON DIES 

Gerald Cary Hutton, general agent in 
Rochester, N. Y., for the Continental 
Casualty Co., died September 30, at the 
age of 64. Following World War I, Mr. 
Hutton joined the Equitable Society in 
Rochester and later the Aetna Life In- 
surance Co, 
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Bearup and Palmieri Join 
New England Insurance Co. 


Edwin D. Bearup of Syracuse and 
Frank E. Palmieri of New York City 
have joined the loss prevention staff of 
the New England Insurance Co., the 
casualty writing company of the Spring- 
field Group, Springfield, Mass. Mr. Bea- 
rup will make his headquarters at the 
Syracuse, N. Y., service office, and Mr. 
Palmieri will operate from the New 
York City branch office at 161 William 
Street, New York. 

Mr. Bearup, a native of Syracuse, has 
studied safety engineering at Syracuse 
University. He has seven years of loss 
prevention work, and previously was a 
flightline foreman at the Air Force base 
at Niagara Falls, N. Y. He is active in 
the Civil Air Patrol and in Civil Defense 
work at Syracuse. 

Mr. Palmieri is a native of New York 
City who has ten years of safety engi- 
neering in connection with insurance. 
He also spent one year with the Bureau 
of Motor Carriers of the Interstate Com- 
merce Commission. He is a veteran of 
nearly three years in Army Ordnance, 
and is a member of the American So- 
ciety of Safety Engineers. 





INSURANCE ADVISORY GROUP 


Postmaster General Announces Assn. of 
ee . Cos. and Natl. Assn. of Auto 
Mutuals Have Named Representatives 


The Postmaster General, Arthur E, 
Summerfield, has set up an insurance 
advisory committee, and has announced 
that the Association of Casualty & 
Surety Companies and the National As- 
sociation of Automotive Mutual Insur- 
ance Companies. had appointed 
representatives to serve on the 
mittee. 

He said, “the Post Office department 
through the motor vehicle accident 
claims and safety committee feels that 
the present procedures for the investi- 


each 
com- 


gation and handling of motor vehicle 
accident claims can be simplified greatly 
and can result in a substantial reduction 
in the administrative cost of claims.” 
Named to the committee by J. Dewey 
Dorsett, general manager of the Asso- 
ciation of Casualty & Surety Companies, 
were Raymond Caverly, vice president of 
America Fore, N. J. L. Pieper, National 
Surety, and N. Morgan Woods, manager 
of the association’s claims bureau. Mr. 
Caverly and Mr. Pieper will name their 
alternate at the first committee meeting. 
Appointed to the committee by Na- 
tional Association of Automotive Mutual 
Insurance Companies’ general manager, 
A. V. Gruhn, were Gordon S. Pinkham, 
vice president and general claims mana- 
ger of Liberty Mutual with A. C. Tyson, 





proved of benefit to insurance, M = 
Leslie mentioned the wide-spread use of 
machine methods and the necessity of 


lJ assistant general claims manager of the 


sie — © © © © . 
Sails same company as alternate; and R. O. 


handling information quickly and_ in 
quantity. Speaking of the growing use 
of the electronic computers, he said: 

“I know that your counsel has been 
sought and your influence will be re- 
flected in this comparatively new field. 

“Rate regulation, uniform classification 
of expenses, the insurance expense ex- 
hibit and the revised annual statement 
blank are the result of the cooperative 
efforts of the industry and state super- 
vision. They are signal achievements. 

“In a very large measure, you ac- 
countants have been relied upon to supply 
the necessary details. On behalf of the 
supervisory officials, please accept our 
sincere thanks for your cooperation and 
constructive help. I know we can depend 
upon your continuing leadership and 
guidance.” 


JAFFE AGENCY FORUM SET 


T. P. Whelehan Main Speaker on Pro- 
gram November 12; Others Include 
J. P. Widmann, Sidney Krasnoff 
Thomas P. Whelehan, assistant man- 
ager of the burglary department, Hart- 
ford Accident & Indemnity Co., and vice 
president of the Burglary & Glass As- 
sociation of New York, will be the main 
speaker at the latest in a series of semi- 
annual Jaffe Agency forums to be held 
Thursday, November 12 at 5:30 p.m. in 
the private dining. room of Whyte’s 
Restaurant, New York City. Subject of 
the discussion will be “Broad Forms of 

Burglary Coverage.” 

Other members of the panel group 
during the question and answer period 
will include John P. Widmann, super- 
visor of the Loyalty Group’s burglary 
division, and Sidney Krasnoff, manager 
of Jaffe’s burglary department. Alfred 
I. Jaffe, vice president of the agency, 
will function as moderator. j 
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CONTRACTS 





Rowe, Lumbermens Mutual vice presi- 
dent and manager of claims department, 
with G. C. Brock, field claims manager 
for the same company as alternate. 


Hartford A. & I. School 


Thirty-five insurance men and women 
from all parts of the country and Can- 
ada completed on October 6 an intensive 
course in casualty insurance and bonds 
that marked the opening of the 1953-54 
session of classes at the Hartford Acci- 
dent & Indemnity training center in 
Hartford. Among the students were 
James H. Buckley, Jr., Campbell-Bald- 
win, Inc., Springfield, Mass.; John F. 
Kriss, Insurance Service Agency, Albion, 
N. Y.; Mrs. Shirley L. L’Hommedieu, 0. 
C. Lempfert Agency, Story Brook, N. 
Y.; Miss Joyce D. Maguire, P. W. Ma- 
guire & Son, Inc., Lawrence, Mass.; 
John W. May, Leonard B. Pierce 
Agency, Lima, N. Y.; Kenneth H. Robin- 
son Agency, Clifton, N. J.; Ray Thorn- 
ton, Spencer Agency, Spencer, N. Y.; 
and Francis W. Ford, West Boylston 
Agency, Inc., West Boylston, Mass. 

Next class at the Hartford A. & I. 
school will be held October 21 to Novem- 
ber 17, and subsequent sessions are 
scheduled for March 3 to March 30 and 
April 21 to May 18. 


AMERICAN SURETY APPOINTS 

Carter M. Roberts has been appointed 
special agent at the Providence, R. I, 
branch office of the American Surety 
Co. Mr. Roberts was employed in 1951 
as a payroll auditor and several months 
ago embarked on the company’s special 
agent training program. A graduate of 
Brown University, he served with the 
Air Force during World War II. 
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THESE MEN... and thousands like them... 
ARE MAKING CRIME INSURANCE EASIER TO SELL 











In all parts of the country, crime is on the increase. for the sale of crime insurance — because individ- 


uals and businessmen are becoming increasingly 


Here’s the lastest FBI report: 
ve aware of the need for adequate protection. 


Last year, major crimes of all kinds exceeded To help A2tna agents get their full share of the 
2,000,000 for the first time — 160,000 more rapidly expanding volume on the crime insurance 
than in any previous 12-month period. lines, Etna has prepared a wide variety of impres- 

sive sales aids — including presentation folders, 


Of these, 94% or 1,918,480 were crimes against i ; 
mailing pieces, booklets, rate cards and motion 


property: robberies, burglaries and thefts. : 
pictures. All have been carefully planned and 
What does this mean to insurance agents? It tested — all are being used with outstanding suc- 


means that never has there been a better opportunity cess by agents from coast to coast. 





AGENCY BUILDING 








AETNA CasuaLTy AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY FIRE AND MARINE , f 
Etna Life Insurance Company Automobile Insurance Company — 
Etna Casualty and Surety Company Standard Fire Insurance Company x} 18 Ll ip 
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A. & H. Bureau Names 
Schaffer and Waldron 


TO PUBLIC RELATIONS POSTS 





In Recognition of Need for Increased 
Public Relations in A. & H. Field; Wal- 
dron Heads Medical-Hospital Relations 





J. F. Follmann, Jr., general manager 
of the Bureau of Accident & Health 
Underwriters, has announced the ap- 
pointment of two men to the bureau 
executive staff. The recent appointees 
are Kermit E. Schaffer and Robert Wal- 
dron. Mr. Schaffer will function in the 
field of public relations. Mr. Waldron 
will likewise be concerned with public 
relations, his ‘immediate efforts being 
concerned principally with the field of 
medical and hospital relations. 

In approving these additions to the 
executive staff, the governing committee 
of the bureau took cognizance of the 
need for and importance of increased 
and well-rounded public relations efforts 
in the accident and health insurance 
field, and of the rapidly increasing de- 
mands being placed upon the bureau 
organization in this respect. The special 
committee on public relations and the 
advisory committee on economics of 
financing medical care had previously 
expressed similar views. The addition of 
Mr. Schaffer and Mr. Waldron will serve 
to round out the public relations activi- 
ties of the bureau on a broad basis. 

Mr. Schaffer holds degrees from the 
University of Michigan and Cornell 
University Law School. He has been 
associated with the National Association 
of Manufacturers on their legal staff and 
in their government relations depart- 
ment. He has also been associated with 
the Muskegon Manufacturers Associa- 
tion and the Michigan Paper Co. 

Mr. Waldron holds degrees from 
Queens College, Dublin and Sydney 
University, Australia. He has served as 
a classics professor at Columbus College, 
Australia. For the past few years, Mr. 
Waldron has been assistant public rela- 
tions director of the Associated Hospital 
Service, Inc., the New York Blue Cross. 
His other varied experiences include 
those with the American Cancer Society, 
World Broadcasting, Inc., Common- 
wealth Broadcasting Network, Ltd., Gau- 
mont-British Films, Ltd., and Sun News- 
papers, Ltd. He is the author of a book 
“The Flying Doctor” which tells the 
story of the use of air transport in 
medical and hospital treatment in Aus- 
tralia. 


WASHINGTON HEARINGS OFF 

The medical hearings of the House 
Commerce Committee have been called 
off suddenly and without explanation. 
The insurance industry had told of prog- 
ress made in accident and health insur- 
ance and Blue Cross, Blue Shield and 
various other health prepayment plans 
were scheduled to testify October 19-21, 
but their appearances were canceled. 


HELEN POLIOKA’S MILESTONE 





Observes 25 Years’ Service With Loyalty 
Group; Given N. Y. Luncheon; V.P. 
of Women’s A. & H. Club 

Helen Polioka, who has done a good 
job over the years as an A. & H. under- 
writer in the New York office of Loy- 
alty Group, observed her 25th anniver- 
sary with the organization this week. 
In recognition of this milestone Miss 
Polioka was given a luncheon by her 
office associates at the Dutch Tavern 
on John Street, N. Y. She is now 
eligible for membership in Loyalty 


Group’s 25-Year Club. 

Miss Polioka i is vice president of the 
Women’s A. & H. Club of New York 
in charge of membership. 


Pru’s Program for 
A. & H. Training 


DESCRIBED BY LEE TRACY 





Assistant Director of Sales Speaks to 
Indiana Association of A. & H. Men 
on Sales Development 





A. & H. commission scales, whether 
on a graded or a level-renewal basis, 
must be set to permit a man to get a 
quick start in the business and then 
build up a good renewal income, Lee 
Tracy, assistant director of A. & S. sales, 
Prudential, told members of the Indiana 
Association of A. & H. Underwriters at 
a luncheon in Indianapolis on October 16, 

Prudential went into the A. & S. busi- 
ness. Mr. Tracy declared, not because 
the company needed more money but be- 
cause it wanted its special agents to have 
more. The contpany’s first step, he de- 
clared, was to embark on a four point 
program of @) giving its men sufficient 
training in A, & S. for them to be at 
ease in the interview ; (2) evolving a 
plan of operation that leads to frequency 
of sales; (3) arranging a commission 
schedule that will build security; and 
(4) instilling a belief in and enthusiasm 
for A. 

Perhaps the hardest job in the train- 
ing course, Mr. Tracy said, was convinc- 
ing men they do not need to know every 
clause of every competitive contract. 
“All you need to know well is your own 
product; most competition is self made.” 

Frequency of sales, the speaker re- 
ported, is closely allied with customer 
development. He cited a Chicago survey 
of 9,000 policyholders which showed each 
owned an average of three different com- 
pany’s policies. In answer to the ques- 
tion, “Why didn’t you buy all your poli- 
cies from one agent?” the most frequent 
reply was, “Because he never came 
back.” 

Enthusiasm and belief in the business 
are absolutely essential to success, he 
added, concluding, ‘ ‘I have never seen a 
successful agent who was motivated by 
money alone. We must all realize that 
the prospect who has never been hurt or 
sick is like a blind man. As an agent, 
you must serve as his eyes for him—and 
to do it, you’ve got to believe what you 
are doing is for his utmost good.” 


ICT HOSPITALIZATION PLAN 





“Five-Star Family Plan” Non-medical 
Policy Becomes Effective When Writ- 
ten; Offers Extensive Coverage 
The “Five-Star Family Plan,” a hos- 
pitalization policy fire and _ casualty 


agents can write in their own offices— ~ 


without a medical—has been announced 
by the Insurance Co. of Texas. BenJack 
Cage is president of the union-member- 
owned company. 

The hospitalization plan becomes ef- 
fective the same day it is written. The 
agent simply calculates rates from easy- 
to-read charts, attaches the application 
to the home office copy of the daily, and 
hands his client the policy. 

The policy covers hospital room, nurse, 
ambulance service, emergency first aid, 
maternity benefits, medical and surgical 
fees, and lump sum payment for acci- 
dental death or dismemberment. 


HIP Cancels a Conference 


Dr. George Baehr, president of Health 
Insurance Plan of New York, has can- 
celed a proposed meeting with Medical 
Society of the County of Kings (Brook- 
lyn) because of what he calls abusive 
attacks made on Health Insurance Plan 
by Dr. Alfred Ingegno, president of 
Medical Society of the County of Kings. 


Duty of A. & H. Agent 
More Than Mere Sale 


OCCIDENTAL AGENTS TOLD 





Walter Schmitz Says Agent Can Be 
Powerful Instrument for Good in Talk 
at Regional Conventions 





In a talk given at the recent regional 
conventions of Occidental Life, Walter 
Schmitz, associate superintendent, acci- 
dent and sickness, told the company’s 
agents that the agent who sells accident 
and sickness insurance assumes a respon- 
sibility far beyond the immediate me- 
chanics of the sale. Warning that the 
sale of A. & H. was not the sale of 
an assembly line policy but a planned 
program to fit the needs of each particu- 
lar applicant, Mr. Schmitz cautioned 
that, in his opinion, too many agents 
were selling too high a proportion of 
hospitalization to disability insurance. 

The speaker added examples from the 
claims files showing the much greater 
need for income protection and stated: 

“While the importance of hospital and 
surgical protection cannot be disre- 
garded, many agents walk out of houses, 
where there is a crying need for income 
replacement protection, without even 
mentioning a disability income policy. It 
is your responsibility to point out the 
need for income replacement where that 
need exists.” 


Importance of Accurate Applications 


In discussing the importance of accur- 
ately and carefully prepared applications, 
Mr. Schmitz continued 

“Today the courts make clear in a 
definite way the burden of responsibility 
that rests upon the salesman when he 
does his field underwriting at the time of 
the sale. They show how important it is 
that he be certain, to the best of his 
knowledge and belief, that the applica- 
tions he submits are correct and com- 
plete with respect to the physical condi- 
tion, past and present. Agents w ho are 
painstaking in writing applications and 
who impress upon the applicant the im- 
portance of the answer to each question, 
seldom, if ever, later encounter em- 
barrassment traceable to a _ carelessly 
written application. 

“The accident and sickness agent can 
be a powerful instrument for good in his 
community. To him can come the peace 
of mind and financial rewards of service 
faithfully performed and trusts sacredly 
administered. But, in his daily work he 
must keep his mind on something far 
more important and far more reaching 
than an immediate sale of just a policy.” 


Wharton School Teacher 
Gets H. R. Gordon Award 


Oliver D. Dickerson, Jr., Philadelphia, 
an instructor in insurance at University 
of Pennsylvania’s Wharton School, has 
been selected by the Health & Accident 
Underwriters Conference to receive the 
Harold R. Gordon Memorial Award for 
1953 -54. This award carries a grant of 
$1,500 to assist Mr. Dickerson in the 
preparation and publication of a thesis in 
the field of A. & H. insurance. 

The Harold R. Gordon Memorial 
Award was established in 1950 by the 
Conference, in honor and recognition of 
the distinguished services of the late 
Harold R. Gordon who was managing 
director of the Conference for over 25 
years. 

By the terms of the award the De- 
partment of Insurance of the Wharton 
School is solely responsible for selection 
of a suitable topic and for supervision 
of thesis preparation and publication. 

Mr. Dickerson, U. of P. graduate with 
B.S. degree in economics and master 
of business administration, was ap- 
pointed an instructor in 1948, He later 
left the University to serve for three 
years as a life insurance agent, returning 
to teaching in 1952, That year he quali- 
fied for his CLU designation. 





Darrell Smith Speaks 

Before Chicago Assn, 
ON UNUSUAL GROWTH OF A. & H. 
Vice President of American Casualty De- 


scribes Development of Coverage and 
Special Risks; Stresses Opportunities 





The Chicago Accident & Health As- 
sociation, at an open meeting presided 
over by Robert E. Keeley, Monarch Life, 
president of the association, heard Dar- 
rell O. Smith, vice president, American 
Casualty of Reading, Pa., describe the 
phenomenal growth of A. & H. insurance 
over the past 30 years and the tremen- 
dous opportunities in the field today, 
The program was arranged by Mr, 
Charles E. Woodward, Loyalty Group, 

Commenting on the growth of A. & inn 
from $60,000,000 in 1921 to over $2,600, 
000,000 in 1952, Mr. Smith said: 

“We are the most fortunate people in 
the world. We are in the right business 
at the right time. We can’t fail—we 
can’t help but succeed ... a little think- 
ing and there is no limit to our earn- 
ings. 

Mr. Smith then reviewed the evolution 
of the business from 1850, when there 
was but one company writing accident 
insurance and that limited to bodily in- 
jury caused by a railway or steamboat 
accident. To illustrate the tremendous 
strides of the past few years, Mr. Smith 
referred to charts prepared in 1943 
showing his company’s facilities. 

“We were proud of them,” he said. 
“The one on accident and health illus- 
trated eight accident and health policies, 
two accident policies and four automo- 
bile policies. Not a one of them is issued 
today, and haven’t been for five years. 
They’re out of date.” 


Some Current Coverages 


Mr. Smith then listed several policies, 
currently available and no longer consid- 
ered unique or unusual risks, which 
serve to increase the income of the 
later producer. They were, in part: 
Polio and dread disease; summer camp 
insurance; sports policies, which lead to 
team coverages, collective and national 
risks, auto and motorcycle racing and 
horse racing; school child insurance; 
auto clubs; newsboys; civilian defense; 
hand and eye insurance; special travel 
policies and hunter’s policies; credit and 
mortgage disability and catastrophe med- 
ical expense. 

In concluding his talk, the American 
Casualty president told his listeners: 

“Think of insurable needs—don’t just 
be prepared to serve but show how you 
can serve. Your opportunities are as 
great as your vision, your earnings as 
great as your thinking.” 

Also at the meeting, Irving G. Wess- 
man, secretary, Loyalty Group, gave the 
financial report of the recent Interna- 
tional Accident & Health Convention 
sponsored by the Chicago association, of 
which he was co-chairman with Albert 
Wohlers and Robert Tivnan. John P. 
Hana, managing director of the Health 
& Accident Underwriters Conference 
was a guest at the meeting. It was an- 
nounced that the next meeting of the 
Chicago associaion would be held No- 
vember 17, with Harold Diers, general 
agent in Omaha for the Loyalty Group, 
as speaker. 


America Fore Announces 


Transfer of Kassebert 


The America Fore Insurance Group 
announces the transfer of George \ 
Kassebert, resident manager for Fidelity 
& Casualty of New York, from the Char- 
lotte, N. C., branch office to the mana- 
gership of the Houston, Texas, branch 
office, succeeding C. L. Crum. 

Robert T. Israel has been appointed 
resident manager at Charlotte, succeed- 
ing Mr. Kassebert. 

Mr. Crum has been transferred to the 
Dallas office for special assignment at 
his own request. 
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Bureau’s Activitiesof Past Year Given in 


Orsini, McAlevey and Crawley Reports 


The many-sided activity of the Bureau of Accident & Health Underwriters was 
revealed to members attending its recent annual meeting at the Seigniory Club, 
Montreal, in the reports of three staff members—Louis A. Orsini, manager, group 
division; John F. McAlevey, counsel for the bureau, and Francis T. Crawley, admin- 
istrative assistant. Mr. Orsini reported on the functioning of the bureau during the 
past year in the fields of group, blanket and statutory disability insurance. Mr. 
McAlevey reviewed the work done with respect to legislation and regulatory devel- 
opments, while Mr. Crawley featured the bureau’s activities in the past year in the 
field of individual, family and franchise insurances. Highspots of their reports follow: 


Orsini on Seminar Popularity 


“For the past four years the annual 
winter educational seminars on group 
A. & H. have provided member compa- 
nies with a forum for the discussion of 
timely, interesting, and vitally important 
developments in the group and statutory 
disability insurance fields. 

“The roster of speakers at these meet- 
ings includes the names of prominent 
thought leaders and acknowledged ex- 
perts in the field. They have unselfishly 
imparted their knowledge, experience, 
and keen insight into papers which are 
forming a rapidly increasing fund of 
data on the fundamental and experimen- 
tal aspects of group accident and health 
insurance. 

“The increasing emphasis on hospital 
and medical care coverages as evidenced 
by the tremendous increase in the num- 
ber of people purchasing such protection 
has precipitated the development of an 
involuntary relationship between hos- 
pitals, the medical profession and acci- 
dent and health insurers. Recognition of 
this fact prompted the bureau at its 
last group seminar to devote an entire 
session, to which numerous hospital ad- 
ministrators and representatives of state 
medical societies were invited, to a dis- 
cussion of mutual problems and the need 
for cooperation in effecting their solu- 
tion. 

“While much remains to be done in 
this area, comments received subsequent 
to the seminar would indicate that this 
session contributed greatly to the estab- 
lishment of a friendly basis upon which 
future discussions can be launched. 

“The bureau is constantly alert to new 
developments and changing concepts in 
the group field which under the guidance 
of the educational seminar subcommittee 
may be shaped into subjects for seminar 
discussion. A seminar has been author- 
ized for the winter of 1954 and the edu- 
cational seminar subcommittee is pres- 
ently working out the details.” 

Giving consideration to relationship 
with hospitals and medical groups Mr. 
Orsini said: “The need for cooperation 
and mutual understanding between the 
insurance industry, hospitals and the 
members of the medical profession be- 
comes abundantly self evident when one 
considers that the activities of providers 
of service (i.e, hospital, doctor, nurse) 
are reflected in the underwriting, admin- 
istrative and sales aspects of hospital 
and medical coverages. 

“These involuntary but nevertheless 
spontaneous relationships have precipi- 
tated numerous problems which in turn 
have motivated substantial industry (and 
thus bureau) activity in this area. 


Hospital Admission Plans 


“The problem of establishing a system 
to facilitate the recognition of hospital 
insurance benefits as a credit against 
the hospital bill has resulted in the es- 
tablishment of hospital admission plans 
which are now in effect in over 30 met- 
ropolitan and statewide areas through- 
out the United States. Keen interest has 
been evidenced in these programs by 
Insurance Commissioners as well as hos- 
Pitals, policyholders and the public. 

“Currently the trend within the indus- 
try is to extend the advantages of the 
admissions plan nationwide without 
formalized negotiation with hospital 
groups through the use of the group 
hospital insurance form (HAP-4). This 
form, which is a combination certifica- 





tion of benefits and uniform claim form, 
is now being widely used and its suc- 
cess seems assured. 

“The bureau staff has coordinated ac- 
tivities at the industry level aimed at 
uniformity in claim forms completed by 
hospitals and doctors for the various 
accident and health coverages. The mul- 
tiplicity and variety of such forms has 
been a source of constant irritation and 
confusion to hospitals and doctors and 
has led to the promulgation of their 
own forms and the levying of charges 
for the completion of routine insurance 
forms by hospitals and doctors. If the 


former development were to continue 
the burden of multiplicity would be 
eventually shifted to the insurance com- 
panies. The latter practice obviously in- 
creasés the cost of insurance to the pub- 
lic and penalizes the insured individual 
as opposed to the uninsured. 

“It is felt that both of these problems 
can be overcome by the widespread 
adoption and use by individual compa- 
nies of a set of uniform claim forms. 
The success of this project will be a 
major step in the direction of better 
industry-hospital-doctor relations. 

“The impact of prepayment on the 
established traditions in the hospital and 
medical care fields and the relative 
youth of insurance as a means of meet- 
ing medical and hospital expenses has 
led to the development of practices by 
hospitals and doctors which it is con- 
tended seriously impede the effectiveness 
of insurance in achieving its purpose. 
Member companies have directed specific 
cases to the attention of the bureau 
staff pointing up such activities in cer- 
tain areas. Staff has contacted the hos- 
pital or hospital group concerned, with 
the company’s permission, and discussed 
the problem. In most such cases a satis- 
factory solution has been achieved. 

“Because of the growjng concern within 
the industry over alleged ‘abusive’ prac- 


tices, an industry study has been initiated 
to isolate the problem and develop an 
approach for coping with it. The bureau 
staff is also coordinating this activity 
and closely following developments in 
this area. 


Prepaid Surgical Plans 

“The medical societies in several states 
have sponsored prepaid surgical plans 
which are underwritten by insurance 
companies and Blue Shield organizations. 
These plans offer individuals within a 
specified low income group the oppor- 
tunity to purchase a schedule of surgical 
benefits, which will be accepted as full 
payment by the physician. These medical 
society plans have established adminis- 
trative procedures and controls which 
have severely limited company participa- 
tion and motivated the industry to seek 
another solution which would permit the 
maximum number of the insured public 
to realize the advantages of the program. 

“In order to explore such an alterna- 
tive solution, discussions have been in- 
itiated by the industry during the past 
year with two state medical societies to 
foster the development and adoption by 
the society of a ‘standard fee schedule’ 
for individuals within a specified income 
group. It is intended that the schedule 
would establish a fee which would apply 
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\ has to say about this highly desirable income builder. / 


“Frankly, there’s no real ‘selling’ involved. 
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to eligible individuals regardless of the 
patient’s source of funds (i.e., savings, 
insurance or current earnings). The pub- 
lic would then be in a position to meas- 
ure insurance coverage in relation to an 
anticipated fee materially improving the 
effectiveness of such insurance from the 
consumer’s standpoint.” 


Statutory Disability Developments 


Discussing statutory disability develop- 
ments during the year, Mr. Orsini said: 
“During the year 11 states had compul- 
sory A. & H. measures introduced in 
their legislatures. Numerous amendments 
to the existing statutory disability pro- 
grams in California, New Jersey, New 
York and Rhode Island were introduced 
with several important amendments to 
the California UCD law being enacted. 

“Noteworthy among the amendments 
to the California law was H.B. 3093 
which in addition to several other 
changes increased (1) the maximum 
weekly benefit to $35 and (2) the daily 
hospital benefit to $10 

“The New Jersey Insurance Depart- 
ment in July, 1952, established definitions 
of ‘statutory policies, modified statutory 
policies and increased benefits statutory 
policies’ for policies providing TDB cov- 
erage. In order to assist member compa- 
nies drafting policies in conformity with 
such definitions, the requirements of the 
TDB law and applicable sections of the 
group accident and health law, the re- 
quired policy provisions subcommittee 
of the bureau in consultation with state 
officials drafted illustrative policy lan- 
guage designed to comply with all such 
requirements. The subcommittee’s_ re- 
port, which was commended by both the 
New Jersey Banking and Insurance De- 
partment and the division of employment 
security, has been transmitted to the 
membership through the Statutory Dis- 
ability Insurance Bulletin Service.” 


McAlevey on 1953 Legislation 


In reviewing 1953 legislative develop- 
ments Mr. McAlevey said that of the 
more than 2,675 bills reviewed by the 
bureau staff last year, 410 were reported 
to member companies as pertinent. “Of 
these latter,” he explained, “94 bills di- 
rectly affected the writing of A. & H. 
insurance, 63 affected all branches of 
insurance including A. & H., and 234 
were concerned with social insurance 
matters. Of the 410 pertinent bills, 78 
were enacted and became law.” He con- 
tinued: 

“The uniform individual accident and 
sickness policy provisions law, which was 
enacted in 18 jurisdictions in 1951 and 
1952, was additionally enacted into law 
in 1953 in 14 jurisdictions plus Virginia 
where it has been incorporated as part 
of the newly revised insurance code of 
the Commonwealth.” 

In reviewing other regulatory develop- 
ments, Mr. McAlevey placed particular 
emphasis on the activities of the Insur- 
ance Commissioners with respect to A. & 
H. loss experience. Recounting the de- 
velopments since the Zone 4 states first 
displayed an interest in the subject about 
six years ago, Mr. McAlevey stated: “In 
the fall of 1950, the Zone 4 states again 
developed concern with respect to the 
subject of A. & H. loss experience and 
having particularly to do with the inter- 
pretation of the filings received and the 
action which states might take relative 
thereto. In December, 1950, the matter 
was placed before the NAIC accident 
and health committee and a subcommit- 
tee was appointed to study the matter 
and report back. The subcommittee met 
twice prior to June, 1951, and sent de- 
tailed questionnaires to companies having 
policies with loss ratios less than 25%. 

“In June, 1951, the subcommittee made 
a tentative report to the full committee 
recommending (1) that the subcommittee 
be continued, (2) that all filings on 1952 
business be on the earned-incurred basis, 
and (3) that separate filings be made for 
new and renewed business. With respect 
to this latter recommendation, it was 
recognized that many problems sur- 
rounded the recommendation; hence the 
question was referred to the _ blanks 
committee for further consideration. 
Meanwhile, the subcommittee again met 


in September and November, 1951, and 
at those meetings the bureau presented 
the objections of its companies to the 
various proposals. 

“Following these meetings a further 
recommendation was made that experi- 
ence under schedule type policies must 
be subdivided into all combinations of 
coverage. This was approved by the 
blanks committee in April, 1952. In 
June, 1952, the subcommittee reported 
that it could not agree on further de- 
velopments and recommended its- dis- 
charge. The full committee voted to es- 
tablish a new subcommittee. The sub- 
committee met in San Francisco on June 
8, 1953. 


“Bench Mark” Recommendation 


“This subcommittee concurred in the 
Industry Subcommittee’s earlier com- 
ment in a memorandum to the subcom- 
mittee that the matter of handling policy 
forms must be at the individual state 
level and that no loss ratio should be 
fixed as the absolute minimum for any 
policy where automatic disapproval would 
follow. The subcommittee went to make 
recommendations purely as a ‘bench 
mark’ which would create a ‘possible 
presumption’ that ‘the benefits are un- 
reasonable in relation to the premiums 
charged,’ at this point individual depart- 
ments might take whatever action they 
deem proper under their statutes. 

“The recommendations do not apply 
to special risk tailor-made form accident 
policies affording either substantially 
full coverage for specified perils, short- 
term non-renewal protection nor do they 
have any possible utility in any states 
other than the 16 which have enacted 
the particular language of the regulatory 
law to which the subcommittee was ad- 
dressing itself.” 

Mr. McAlevey went on to state that 
it remains to be seen to what extent 
the few states concerned will feel guided 
by the criteria of the subcommittee re- 
port. 


New York Regulatory Developments 


As part of his report Mr. McAlevey 
went into detail on regulatory develop- 
ments in New York where the bureau 
has been very active on various com- 
mittees set up from time to time to 
confer with the State Insurance Depart- 
ment on particular problems. He referred 
to the numerous meetings held with the 
Department during 1952-53 “in an effort 
to formalize, at the Department’s re- 
quest, the various filing rules for both 
group and individual A. & H. policy 
forms and rates. 

“The forms filing rules for the indi- 
vidual lines have given a little difficulty 
but have not been released as yet by 
the Department because of basic differ- 
ences of opinion between the Depart- 
ment and the industry concerning the 
former’s authority to require certain 
information relative to rates and to con- 
dition approval of the forms on the 
acceptance of the rate information. 


Group Insurance Forms and Rates 


“In the group insurance field the bu- 
reau was active on the committee which 


drew up the rules for the filing of group 
insurance forms and rates.. These rules 
were released by the Department on 
March 3, 1953 and simultaneously there- 
with the interested insurance associa- 
tions sent out previously prepared bul- 
letins with additional explanatory mate- 
rial to their respective memberships. At 
the 1953 session of the New York legis- 
lature two laws amended sections 204 
and 221 of the New York Insurance Law. 
Section 204 pertains to group life insur- 
ance; Section 221 is the appropriate sec- 
tion relative to group accident and 
health. 

“The change deleted from the filing 
section the word ‘maximum’ which was 
formerly used to qualify the rate of 
commissions, compensations and other 
allowances required to be filed. As a 
result of this change, which obviously 
requires more detailed filings than here- 
tofore, it has been necessary to recon- 
stitute the Industry Committee to make 
amendments to the rules issued on 
March 3. The amendments to the law 
were effective September 1, 1953. The 
committee’s product was circulated by 
the Department on August 24 and by 
the several insurance associations under 
date of August 24. In view of the short 
time remaining before the effective date 
of the law however, the Department 
agreed not to raise any question of Iate- 
ness with respect to filings accomplished 
before October 1, 1953.” 


Crawley on Occupational Manual 


Mr. Crawley featured in his report 
that to date 61 member companies of 
the bureau are presently using the 1948 
bureau occupational classifications. In 
addition, some 25 non-member compa- 
nies are using the manual. Thus, at 
least 86 companies writing commercial 
accident and health are making use of 
the bureau occupational classifications. 
He went on: 

“Since the publication of the 1948 
manual, the manual committee has 
periodically reviewed suggestions for 
changes in the classifications made by 
member companies and collected by the 
bureau staff. In 1951, these proposals 
were considered in the aggregate and a 
notice was addressed to member compa- 
nies listing certain clarifying items, cer- 
tain new classifications and reclassifica- 
tions. No changes were made at that 
time in the printed manual since none 
of the classifications affected were of 
sufficient importance in point of occur- 
rence or volume to warrant such ~re- 
printing. The committee will continue 
to review all suggestions received, to 
weigh them in the light of the accident 
statistical collection, and will report 
periodically. At such time as_ these 
changes warrant reprinting of certain 
pages of the manual, this will be done.” 

Referring to the collections of loss 
experience statistics mz ade by the bureau, 
Mr. Crawley stated: “Recognizing that 
only through sufficient exposure of like 
and comparable y values can any coverage 
or extension of coverage be approached 
on a scientific basis, and recognizing 
also that the majority of companies 
writing A. & H. insurance do not have 
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TRAFFIC ACCIDENT TRAINING 


Institute of Public Safety, Pennsylvania 
State College, to Sponsor Courses 
for Small Fleet Supervisors 
Training in the latest traffic accident 
prevention techniques is soon to be 
available to supervisors of the many 
thousands of motor vehicle fleets 
throughout the nation which operate 
locally (within 50 miles), according to an 
announcement by Professor Amos Ef, 
Neyhart, administrative head, Institute 
of Public Safety, the Pennsylvania State 
College. Plans are being made now to 
hold the first of this series of courses 
early in 1954 under the auspices of a 
large New England university. The pro- 

gram is to continue indefinitely, 

This training for local fleet supervisors 
is made possible through a grant of 
funds by the National Association of 
Automotive Mutual prenrec Compa- 
nies, Chicago, of which G. A. McKinney, 
Alton, Illinois, is president, to the Penn- 
sylvania State College, which will 
administer the program. Professor Ney- 
hart has designated Joseph Intorre, a 
national authority on driver training, 
as the supervisor of the project. 

Previous to this time there has been 
no such training program for local mo- 
tor vehicle fleet supervisors. Since 1939 
Professor Neyhart and his association at 
the Pennsylvania State College have 
been conducting one-w eek short courses 
(40 hours) for supervisors of motor 
transport fleets, principally large fleets 
engaged in long-haul interstate opera- 
tions, on the campuses of leading col- 
leges and universities. By and large this 
training has not reached the local fleets 
which, for the most part, operate less 
than 50 vehicles each. Most of these 
fleets are operated by firms engaged in 
businesses other than transportation. 





sufficient volume of business to, in them- 
selves, produce such necessary exposure, 
the bureau, under direction of its statis- 
tical committee, collects, periodically re- 
views, and distributes to its member 
companies certain loss experience statis- 
tics. 

“The first such collection concerned 
health insurance for the years 1921 to 
1926. The second concerned accident in- 
surance and extended from 1931 to 1940. 
A collection of hospital, nurse and sur- 
gical expense experience was made for 
the years 1939, 1940 and 1941. These 
collections, found by member companies 
to be of inestimable value, and being 
the only statistics of their kind on 
American risks, were, of necessity, termi- 
nated during the war years. 

“Commencing January 1, 1948, this col- 
lection was resumed for accident insur- 
ance. These figures are presently. being 
run off and will be reviewed. Thirty-six 
companies are presently contributing 
their experience to this collection; five 
have definite plans to participate in the 
near future; 12 recently associated with 
the bureau, are giving the question of 
participation their consideration; 10 do 
not, due to their methods of operating, 
presently have usable data: and 18 are 
not in a position to participate due to 
a variance of statistical procedures. 


Health Insurance Loss Statistics 


“During the past year, the statistical 
committee, on instructions from the gov- 
erning committee, outlined a plan for 
the resumption of the collection of health 
insurance loss experience statistics. Sub- 
sequently member companies received a 
questionnaire with respect to this pro- 
posed plan and, upon the basis of the 
replies received, a revised plan was de- 
veloped. This plan became operative 
January 1, 1952. 

In closing Mr. Crawley referred to 
“the bureau’s Compendium on Risk Se- 
lection for Accident and Health Insur- 
ance, as a residue of papers, studies, and 
discussions presented at meetings, semi- 
nars and forums conducted by the bu- 
reau,” which was completed and sent to 
member companies this past year. The 
Compendium is the culmination of two 
years’ research by General Manager 
Follmann and the new discharged com- 
pilation of bureau data subcommittee. 
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“Unforeseen events ... need not change and shape the course of man’s affairs” 






















n Did you ever hire a lemon? 


- People aren’t lemons... when you hire them. But things can change. 

of Circumstances often put pressure on a man. He can go sour... and, 

ng, employee dishonesty can squeeze you right out of business. 

to Protect your business before trouble comes. It’s easier to be safe than sorry. 
Call your Maryland agent or broker today. Cover every employee fully, 

| with a blanket Maryland Fidelity Bond. 

It’s an investment in guaranteed honesty . . . your best policy. 


ne MARYLAND CASUALTY COMPANY 


ive Baltimore 3, Maryland 








All forms of Casualty Insurance, Fidelity and Surety Bonds, Fire and Marine Insurance, for business, industry and the home 








Another striking advertisement designed to help Maryland agents and brokers sell more and larger blanket Fidelity Bonds. 


























CHECK LIST FOR PEOPLE 


Does your Insurance Com— * 


pany have your correct 
name and address? 
Are premium notices being 
received promptly? 
Does your beneficiary know 
where your policies are 
s kept? 
Are your children provided 
for in your insurance? 
Have any of the benefici- 
aries changed their names? 
Have there been any changes 
among other dependents? 
Have you named a contin- 
gent beneficiary or 
beneficiaries? 
Have you any loans on any 
of your insurance? If so, 
have you availed yourself 
of plans for convenient 
repayment? 
Have you any policies 
which have lapsed that 


WITH LIFE INSURANCE 


Have you taken advantage 
of policy provisions to 

have your insurance paid 
as a monthly income? 


Have you made provision 
for income in the event of 
sickness or accident? 


Are you covered under the 
Social Security Act? If 
so, do you understand its 
provisions? Do you know 
the amount of the benefits 
to which you and your 
family might be entitled? 


Should any of:your insur- 
ance be designated specif-— 
ically for paying off a 
mortgage; supplying educa- 
tional funds; providing a 
retirement income, etc.? 


Is your family (or other 
beneficiary) familiar with 





might be eligible for 
reinstatement? 


. 


the objectives of your 
Life Insurance program? 


Is Your Life Insurance Program Up to Date? 


Conditions may be different today than 
they were when you took out your Life 
Insurance. For example, you may have 
married, had additional children, or there 
might be other family situations which could 
require a change in beneficiary. There could 
have been changes in your business or other 
phases of your affairs that make it wise to 
review your Life Insurance program. 

Listed above are some questions which 
you may apply to the Life Insurance you 
have in force. These will help you to decide 
whether or not your program is up to date. 

It may well be that in order to find satis- 
factory answers to these questions you will 
need technical assistance. Any qualified 
Life Insurance agent will be glad to offer 
this assistance, but it would be wise to get 
in touch with the agent who originally 
helped you develop your program. In fact 
it is advisable that he review your program 
with you every year or so. Agents and com- 
panies welcome the opportunity to render 


this service because it enables policyholders 
to get the most out of their Life Insurance. 

If you are a Metropolitan policyholder 
or if you do not have a Life Insurance agent 
to advise you, a good man to check with is 
your local Metropolitan Agent. Through 
him the Company’s Policy Review Service 
is yours for the asking. 

The intensive training and experience of 
the Metropolitan Agent have made him a 
competent life underwriter, capable of help- 
ing you review your program in the light of 
current circumstances. From the standpoint 
of experience, the average Metropolitan 


Agent has more than eleven years of serv- 
ice with our Company. Furthermore, each 
Metropolitan Agent has behind him the 
experience of his local district office and 
of experts in the home office. 

As service to the policyholder is the very 
backbone of the Metropolitan Agent’s busi- 
ness, you will find him ready and anxious 
to be of assistance whenever he can. 

Get to know your Metropolitan Agent 
better. His advice will go a long way toward 
helping you secure, from your Life Insur- 
ance program, the greatest possible measure 
of protection for yourself and your family. 
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COPYRIGHT 1953-—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 
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| 1 Mapison Avenue, New York 10, N. Y. 





This advertisement in two colors, appeared in the October issues of Collier’s, Time, Newsweek, 
Saturday Evening Post, Business Week, U. S. News and World Report. 
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